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Chemistry 


stretches 
tire 
life 


Adhesives, with a Resorcinol base, give 
you the best bond on the market for 
many uses. For example, they form 
inseparable bonds between synthetic 
reinforcing cords and rubber, or syn 
thetic rubbers, thereby making possible 
today's extra-tough tires, industrial 


belting and hose 


™ 
\KoPPEs's 
<p 


Yi 
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KOPPERS COMPANY, INC., PITTSBURGH 19, PENNSYLVANIA + Also producers of tar products, 
pressure-treated wood, metal products, and dyestuffs * Designers and builders of coke ovens, steel mills, chemical plants. 





Get IDEAS—ACTION -AGREEMENT 


with a Conference by Long Distance 


When time is short and distance long, 
today’s executives meet by telephone 


On a single Long Distance Conference 
call you can talk things over with people in 
a number of different cities any distance 
apart. 


You can exchange ideas. Clear up ques- 
tions. Reach decisions. Get quick action 
All in a short time, from your own desk. 


Rates are low. A daytime Conference call 


BELL TELEPHONE SYSTEM 


connecting Washington, D.C., New Orleans 
and San Francisco, for example, costs only 
$6.00 for the first three minutes and only 
$1.25 for each additional minute, both plus 


10% federal excise tax 


Try this modern service the next time you 
want to talk with several busin: issociates 


It’s fast. Convenient. Personal 


Just tell the Long Distance Operator you 
want to make a Conference call 


(ma 





Farmers, ranchers, and scouts from other oil companies are seen here watching the successful drill stem test on the 
Sinclair Oil & Gas Company's wildcat well which discovered the Madili Field in Marshall County, Okiahoma. "Gushers” 
ore a thing of the past. Modern wells are brought in under control so that no oil is wasted. 


Sinclair Solves Oil Field Puzzle 


Only one domestic wildcat well in 9 finds 


were necessary before the pieces of the 
oil, Only one in 44 finds an oil field 


puzzle could be put together and a drillable 
Sy ee Sa ie ea ee oe a ct, which had long defied detection, 
well was completed by Sinclair's crude oil ocated. 

producing subsidiary, development drilling 
has proven the Madill Field to be one of 
the most important found in Oklahoma in 
the past three years. 


This is just one example of the scientific 
teamwork and attention to detail which has 
expanded Sinclair's domestic crude oil pro- 
duction by 40° in the past five years. 
Though located in old oil country, and 

worked over many times, the Madill Field 


had escaped detection for years. Months of St NCLAI iQ 
painstaking, gruelling work by Sinclair geo- 
physicists, geologists and stratigraphers A Great Name in Oil 


SINCLAIR OIL CORPORATION FIFTH AVENUE «© NEW YORK 20, N. Y. 
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The troubled air 


“Forses Reports—TuHeE 
Story Bextnp Tue Ticker 
Tare. In this broadcast, 
the editors of Fores, the 
nation’s foremost magazine 
of business and finance, 
take you behind the scenes 
of our free enterprise sys- 
tem to the men in the 
boardrooms and executive 
suites, whose daily deci- 
sions affect your job, the 
things you buy im your 
neighborhood store, your 


home, your business.” 

stimulating words 
have been heard each week for the 
past 15 weeks by an unseen audi- 


Tuese fairly 


ence stretching from Boston to Los 
Angeles To our 
gratification they 
have not. only 
stayed tuned for 
what followed, but 
have come back 
for more 

In the absence 
of any Hooper, 
Neilsen or Pulse 
rating, the best 
indication we have 
that 
must 


somebody 

indeed be 
listening to 
Forses’ new series 
of radio broadcasts (heard ove 
WOR, New York, and some 85 
stations along the Mutual network) 
is that Mutual Broadcasting Sys- 
tem has seen fit to sign the pro- 
gram on for another 13 weeks. In 
the whirlygig world of radio, which 
comedian Fred Allen irreverently 
calls a “treadmill to oblivion,” it 
means that the program has ar- 
rived 

We like to think that those who 
have caught the Forses Reports 
listening habit have been amply 
rewarded 
ForBES 
have been on hand to dis- 


Tape recorder in_ tow, 
editors 
cuss hearing aids with Sonotone’s 
Irving Schachtel, telephone rates 
with General Telephone’s Donald 
Power, prefab houses with Na- 
tional Homes’ Clifford Smith, toys 
with Ideal Toys’ David Rosenstein 
Puerto Rico with Nelson Rocke- 
feller and Florida with Governor 
LeRoy Collins (who confided, on 
the subject of gambling, that the 
Sunshine State was not out “to 
out-Reno Reno or out-Phenix City 
Phenix City’) 

Hi-Finance. Still, much of what 
has gone on behind Forses Re- 


PORTS microphone has never been 


broadcast. Take, for example, ou 
earnest search for a suitable sig 
nature in sound that would sym 
bolize U.S. industry. With Mutual's 
complete repertoire of eenre and 
everyday sounds at our disposal 
everything from a creaking doo 
to the thud of a body—we picked 
out some promising candidates 
First we tried the cacaphony on the 
floor of the New York Stock Ex 
change. But it somehow came out 
sounding less like stock transac 
tions than livestock auctions. Next 
we tried factory noises, but could 
not decide if a bang was more rep 
resentative of hi-finance than a 
clang, or if a buzz was more au- 
thoritative than a 
plash. We ended 
up borrowing the 
broker's best 
friend, the stacca- 
to clatter of the 
Dow-Jones ticke: 
tape contenting 
ourselves with the 
thought that Win- 
chell did wonders 
with a simple tel 
egraph key 
From our very 
premier broad 
cast we learned 
why network vice presidents are 
prone to | s. To kick off the 
series in high style, Forpes di 
patched Associate Editor Boyd Mc 
Donald to Moab, Utah, for an on 
the spot interview with fabulou 
uranium prospector Charles Steen 
McDonald hurried home with his 
to discover that it 


had been transcribed at the wrong 


prize tape oni 


speed The interview had to be re 
recorded right on deadline 

Stock Dividend. Yet none of thos« 
proved a 


Forses Reports had to 


problem harrowing as 
the time 
race the stork. It happened during 
our llth program, in which Writ 
Robert Levy inter 
viewed Florida's Governor Collin 
While the interview was being re- 


Fo: BES 


vok ed narrato! 


eT -Produc er 


Reports’ mellow 
Mutual Staff An 
Ladd, an 
father, kept one eye on Director 


corded 


nouncer Ed expectant 


Levy and his script and the othe: 
With the pro 


gram completed, he made a bee 


on the tel pnome 


line for the hospital. He need not 
have hurried. Not until next day 
did a bouncing little Ladd arrive 
At latest re« port mother, baby and 
Dad Ladd were all doing fine 
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KEY TO THE 
DIRECTION OF 
MOVEMENT 


| 
Lal 
7. 


CONTINUED IMPROVEMENT FOR 2 MONTHS OR LONGER 
NO SIGNIFICANT CHANGE FROM IMMEDIATELY PRECEDING PERIODS 
CONTINUED DECLINE FOR 2 MONTHS OR LONGER 


DESIGNED BY FICK-S. HY 


Map shows conditions in 78 U.S. business areas, each of which is an economic unit where 
changes depend on the same key factors. Shaded areas reflect decline or improvement for a 
two-month period ending the last week of August 


Number 
THE TOP TEN CITIES of Successive 


ZONE INDEXES 
Months Listed 


Percentage Gain 
Over Last Year 


Percentage gain or loss from 
corresponding months last year 
Pittsburgh 23 


aY¥ } Awe 


Detroit | 20 | 
New England | 8% 
Middle Atlantic) + 4 
Midwest +17 
South | 4 g 
Akror North Central 7 
| South Central LI] 
Mountain 17 


38 


Miami 19 
Wilmington 17 


Birmingham 15 


Washington 


Shreveport 


Pacific +-12 


Mobile 


Sacramento NATIONAL INDEX 








NEXT ISSUE: 
Singer's Slump. No company ever felt safer 


in its entrenched position than 
Singer 


Manufacturing Co. with its famed sewing machines 


But along came 
really tough foreign competition and earnings dropped nearly 40%. Forses tells 
you how Singer has taken off the velvet gloves to fight its way back to the top 


Forses, 80 Fifth Avenue, New York 11, N. Y. 


I enclose 


$5 for 1 year of Forses, () $10 for 3 years 


ORB 


Address 


City .. Zone 
Single Copy, Be 


Pan-American, 47 a year; Overseas, $10 a year 
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The Bel Air Convertible. You'll fad 
your favorite model among Chevrolet's 


comp ele ne of / isher Hody heauties 


Chevrolet's getting the bouquets 
for being the Go-Getter of the year 


By now, just about everybody's got the word that 
the Motoramic Chevrolet is the hottest thing 
that’s happened in cars this year. Most folks 
know that this trim and crisp-lined beauty is 
practically rewriting the stock car record books 
from coast to coast, 

And what does the record show? That Chev- 
rolet can take any car in its class to the cleaners 
over a flying mile run. That Chevrolet leaves the 
rest of its field flatfooted in acceleration contests 
—and most of the high-priced cars, too! That 
Chevrolet wins far more than its share of events 
on the rough and rugged stock car circuit where 
winning depends on getaway, handling ease and 
cornering ability — qualities that mean greater 
safety for you on the highway. 


These laurels were earned in a world of stop- 
watches and eagle-eyed timers in a take-on- 
all-comers world of expert drivers. And Chevrolet 
earned their healthy respect, too, 

It will earn yours when you've spent a few 
swift-moving miles behind the wheel. Barreling 
down the pike or tooling through town, you'll 
tingle to the action-urge of Chevrolet's 162-h.p. 
“Turbo-Fire V8” (or 180-h.p. “Super Turbo-Fire 
V8” available as an extra-cost option). Or, if 
you go for sixes, you'll get a real kick out of 
Chevrolet's two new sizzlers - 
sixes in Chevrolet's field! 

Why miss out on all the fun? Drop in and 
drive the go-getter of the year at your Chevrolet 
dealer's. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


the most powerful 


STEALING THE THUNDER FROM THE HIGH-PRICED CARS! 


motoramic 
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READERS SAY 


Cobbledygook 
Sim 
I Was 


find {Side 


describe as 


disappointed to 
Aug. 15) that you 
gobbledygook” the simple 
that speculative 
be undertaken for capital enhancement 
The was 
to me, and certainly more 
desirable than your remark, “Buy it 
The remark “Buy it” could be applied 
to any form of security 

I strongly deplore a present tendency 
to reduce every expression to the simple 
words which 
lourteen 


Lines 
recommen- 
dation commitments 
purposes recommendation 


crystal clear 


understood by a 
I maintain that 


cannot be 


can be 

year-old mind 
complete ideas o expressed 
Many of the great ideas of Shakespeare 
could intelligible to the 
old mind. Would Forsrs 
therefore describe them as gobbledy- 
“ook? A. O. ARMSTRONG, 
Seattle, Wash 


not be made 


lourteen-year 


No Ep 


Trader wv. Investor 


SIR 

Realizing that the 
Golden Rules of Wall Street” [Fonrnes 
Sept. 1| was Mr. (Joseph D.| Goodman 
| expected some of the finest words of 
investing wisdom. Unfortunately, my con 
clusion was that Mr 
rules 
of the 


source for “Nine 


Goodman's “golden 
represent an extremely keen grasp 


obvious. Mr. Goodman has told us 


what to do ajté it has become obvious 
stock 


indicators 


that a change is 
market. I have 
that will 
market 

These rules, it 
more to the 
The im 


im Dull of 


taking place in the 
find 


bull or a 


striven to 
show me that a bear 
is approaching 
would appear 
than to the 
necessarily 
markets, but 
a longer hau! 

Geonce J. Waas 


Linden, N. J 


apply 
trader investor 


estor is not interested 


bear rather in 


stock alue over 


Shoddy 
Sik 


Deal? 


Motors 


the number of its 


Genera! proposes to increas 
from 150 
million to 500 million, depreciate the par 
from $5 a to $1% a 

and issue two additional shares for 


held. After 


stockholder now 


shares 


value share share 
fac h 
share this distribution 


now 


each owning one share 


of stock in a 150 million-share corpora- 
three shares in a 500 mil 

Therefore the 
substantially 
than 


shares are to be 


tion will own 


lion -share 

stockholders 
interest in the 
Fifty 


retained in the 


corporation 
less 
they 


will own 
corporation 
million 


now own 


corporation for sale or 


distribution as bonuses to its employes 
substantially 


How far 


and officer at prices less 
than the value 
management go to feather its own 
feel that 
sell its 
bill of goods 
Joun M. THorneurcn 
Referee in Bankruptcy 
U. 8S. District 
Knoxville, 


market will 
nest? 
l cannot 


Motors i 


holder i 


General 
stock 


help but 
trying to 


hoddy 


own 


Court 
Tenn 





— 
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A tenacious rust scale coats steel 


products as they leave the mill . . . and 
“Pickling” is the removal of this scale by 
immersion in vats of sulphuric acid. 

An unglemorous application of chemis- 
try? Perhaps, but mary tank cars of 
STAUFFER acid and other industrial chemi- 
cals, are shipped each day to do necessary 





STAUFFER CHEMICAL COMPANY 
380 MADISON AVENUE, NEW YORK 17, N. Y. 








‘workhorse” jobs in industry. 

Diversified staurrer chemicals have 
been since 1885 continuously entering into 
many industrial and agricultural opera- 
tions, ultimately leading to indispensable 
consumer goods and needs. STAUFFER sul- 
phuric acid and other chemicals eventually 
serve you! 





Whe 
Sm 
Regarding 


Said It? 


the quotation in 
Aug. 15 issue (“Democracy is 
upon the conviction that there ex- 
traordinary possibilities in ordinary 
people.”—-Harry Emerson Fosdick]: That 
ain't the way I heard it! On Feb. 17 
1944, it was uttered by Dr. James Ed- 
Shepard, president of the North 
Carolina College for Negroes, on the 
radio program, “Town Meeting of the 
Air,” as follows 

“Democracy is that audacious belief 
of our people that in the most ordinary 
men there are resident the most extraor- 
dinary possibilities, and that if we keep 
the doors of opportunity them 
they will amaze us by 
ments 


your 
based 
are 


ward 


open to 
their achieve 
This is the best description of democ- 
racy that I have ever seen. Just who 
did originate it? Joun V. K. Hevrricu 
Baltimore, Md 
Any historians in the audience?—Ep 
Shrill Cacophony 
Sm 
Since music is a prime product of 
both RCA and CBS, I wonder why 
[they] don’t exercise more control over 
the records played by their affiliated 
stations. Why should I find it almost 
impossible to keep a single station tuned 
in without having my eers assailed by 
the shrill cacophony of the rock 
roll trash with which the public 
is being surfeited and 
to radio less and 


and 
now 
nauseated? | 
less I have 
read more periodicals (including Forses 
which is a must) in the past few months 
and played my piano more, than in any 
other period I can recall 
Mrs. Joun PHiccirs 
Ohio 


listen 


Cincinnati, 


Frustrations in 
Sim 

I have just finished reading 
tion in Shopping” [Forpes, 
Such have not 
in the better stores of Ohio 
fulness on the part of the 
at Halle’s in Cleveland has 
large keeping me a 
customer for some 30 years 


Shopping 


Frustra 
Aug. 15 
been mine 
The help- 


sales 


experiences 


force 
been a 
factor in satisfied 
Since read- 
situation in Pittsburgh and 
York, I am prouder than 


ing about the 
New 


our 


ever of 
large Ohio stores 

Mrs. Louis P. Yocuem 

Tiffin, Ohio 


SIR 
Shopping, even with a pocket full 
of money, is very tiresome, irritating 
and bothersome these days all over New 
York, from Saks Fifth Avenue to Gimbel 
Bros. Give the clerk back the incen- 
tive—the commission—that 20 years ago 
made us customers buy with pleasure! 
Note that in those departments of Macy's 
where the salesclerk receives a commis- 
sion, the service is excellent—but in the 
other departments, even if you get a 
buyer or a manager, the service is very 
indifferent. I and most of my contem- 
poraries (age 40-50) hate shopping in 
New York —JEANNE LesTeRr, 
New York City 
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Rights & Debentures 
Sr: 

The statement on page 32 [Forses, 
Sept. 1] that the conversion rate of AT&T 
debentures is below the current price is 
not true. .. . Completely disregarded is 
the fact that the price must also include 
the cash value of the rights. I think I 


would save money by cashing my rights | 


and buying the stock on the exchange 
—Muiss Extsm Kine, 
Apple Valley, Calif 


Reader King apparently wants both to 
have her cake and eat it. The conversion 
price of the debentures is deliberately 
set below the market. Whether AT&T 
stockholders exercise the rights or sell 
them, the fact remains that the rights 
derive their value only from the fact 
that they carry the privilege of buying 
the stock at less than market price—Ep 


Never the Twain Shall Meet 
Sir: 

I am aghast to see your Transamerica 
story on page 26 [Forses, Sept. 1| refer 
to Occidental Life as Oriental Life. It is 
a well-known company out here but 
it is evident that your writer is much 
more parochial than one would expect 
of Forpes —J. Wirson MILLER, 

Los Angeles, Calif 


Not parochialism but an inexcusable 
slip of the typewriter was responsible 
for changing west into east—Ep 


Wider Stock Distribution 
Sir 

I was intensely interested in “Stock- 
holders—a Dwindling Breed” [Forses, 
July 1). Westinghouse has been alert 
to the need for a wider distribution 
of corporation equities. One evidence of 


our conviction was a five-year employe 


stock purchase plan that increased em- 
ploye stockholders from a few hundred 
to over 26,000. We too have noted the 
movement of our stock into large institu- 
tional accounts, but we do not believe 
that it... should cause anxiety 


G. G. Mary, | 


Treasurer, 
Westinghouse Electric Corp., 
Pittsburgh 


Spectacular Switch 
Sir: 

NBC's Pat Weaver undoubtedly was 
unhappy to find out [Forses, Aug. 15] 
that you put his “Spectaculars” on CBS, 
while CBS’s Bill Paley undoubtedly 
reached for his ulcer pills when he noted 
that you had turned over his Sunday 
punch, Ed Sullivan, to NBC. 

Doubtless, American Broadcasting- 
Paramount's Len Goldenson can relax 
and chuckle at the thought that, as a 
possible result of this confusion, some 
Sunday viewers will switch to ABC for 
one of the 35 top British features he is 
about to screen. Who knows but what 
these movies might even give the cus- 
tomers the most pleasure? 

—STILLMAN M. FRANKLAND, 
Long Beach, Calif 
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the 
MARQUETTE 
PATTERN 

for stability in 


cement marketing 


NASHVILLE. TENN 


OGLESBY WAL 


> 


i. an axiom in the cement 


™ 
™~ 


industry that the more you broaden your 
markets the more you gain in yéar-to-year 
business stability. 

Marquette’s growth pattern is based on this 
axiom. Our eight cement manufacturing plants 
serve the construction markets in 18 states 
throughout the midwest, south and southeast 
While construction activity and cement demand 
may vary from area to area and year to year, 
the very broadness of the over-all market makes 
for a leveling off of peaks and valleys and the 
stabilizing of business volume 

This pattern is significant in Marquette’s 
continuing growth, which has seen property account 
producing capacity and working capital doubled, 
sales trebled, and earnings quadrupled 
since World War Il. 


MARQUETTE Cement 


Operating eight cement 
producing plants in Illinois, lowa, 
Ohio, Missouri, Tennessee, Mississippi and Georgia 


MARQUETTE CEMENT MANUFACTURING CO 20 N. WACKER 


CES MOINES, IOWA 


& 


CAPE GIRARDEAU, MO 


oS 


COWAN, TENN 


\ 


\ ROCKMART. GA 


£ 


SUPERIOR. OMI0 


Annual 
capacity 
13,600,000 
barrets 


CHICAGO 6, IL LINGEIS 





SPACE SAVING! 
“OPEN-TYPE” SERIES 
SAVES SPACE! SAVES TIME! 
SAVES MONEY! 


installation shows 
space-saving 
adventages! 


Open-type 


unite 


provide ready 
record accessibility 
Q for faster, 
easier filing! 


THESE SAVINGS CAN BE YOURS 
Fleer Pies of en Actual filing Aree Before 


" 


This area was occupied by 196 four drawer 
letter filing cabinets with a filing capacity 
of 784 drawers or 20,776 filing inches 


Fleer Plen efter tmetatiotion of the Visl- Shelf Filing System 
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90 Visi-Shelf Filing Units, occupying less than 
half the original filing area, hold all of the 
records previously filed in the entire filing 
areal These units, with a filing capacity of 
25,380 filing inches offer 4,604 more filing 
inches—on increase of 25% in filing capacity 


Den't Deleyi 
Send for full details of 
this remarkable new 


Visi-Shelf File, inc. ro 
105 Reade Street 
New York 13, WN. Y. 


Please send free cotalog describ- 
ing the new Visi-Shelf Filing System. 


Nome... ...- 
Firm Nome . — . 


p°eeseee=--- 
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TRENDS & TANGENTS 


Worried textile men, unmollified by 
Japanese Foreign Minister Shige- 
mitzu’s that Japan will 
restrict the dumping of 
cheap cotton goods on the American 
market, plan to shout even louder for 
legal controls. This year they expect 
that 70,000,000 square yards of cotton 
cloth will be shipped into this country 
(compared with only 32,000,000 yards 
in 1953) 


assurance 
“voluntarily 


. . . 

Northwest Airlines’ repeated appeals 
for permission to operate New York- 
to-Seattle flights (via 
Chicago) were finally recognized by 
the overworked Civil 
Board. Under a new ruling, North- 
west will no longer 


cross-country 
Aeronautics 


have to route its 
transcontinental flights through Min 
neapolis-St. Paul, but will share the 
lucrative Chicago market 
with United, American and TWA 
: . . 

The “why pay rent?’ 
which seems to be rapidly converting 
the U.S 
ers, is not 
lord to 


far more 


argument 


into a nation of 


likely 


Val ish 


homeown- 
to cause the land 
from the 


number of 


American 
scene. The homeowners 
third 
but experts predict that apart 
will continue to be a 


institution in the US 


has increased by 


1948 
ment 


one since 
renting 
widespread 
economy 

. . . 

The dazzling growth of the electron 
ics industry, whose $8-billion annual 
sales put it in the No. 3 slot 
behind 


right 


steel and automobiles, shows 


If forecasts 


no signs of slowing down 


of electronics experts prove correct 


$20- 
within the 


the industry will be 
billion-a 


doing a 
year business 
next 10 years 
. . . 
Headlines, not action, will probably 
result from an upcoming Congres 
sional bill to ban the sale of alcoholic 
beverages 


aboard commercial all 


liners. Only Capital Airlines, which 


regards liquor-serving as “unfair 


competition is expected to support 

Fighting the bill tooth 
Western Air 
traffic 
promoting its 
flights 


the measure 


and nail is Lines, which 


has built huge volume on the 


West 


‘ hampagne 


Coast by famed 


‘ 
> > . 


Sears, Roebuck and big grocery chain 
Colonial Stores. 
venture to 


have formed joint 
serve dry goods and gro- 


This 


two 


cery customers under one roof 
Columbia, 8S. C. the 
thei: 


shopping center 


month in 


firms opened second one-stop 
featuring a Colonial 
supermarket and a regular Sears re- 


tail layout 


Photomania in suburbia will help 
push sales of photographic films and 
equipment to an expected record of 
$1 billion this year. More than 45 
million cameras are now in use in this 
country, many of them in the hands 
of suburbanite amateurs and grow- 
ing families. Biggest potential benefi- 
ciary, of course, is Eastman Kodak 
which currently supplies 40% of the 
U.S. market 


Overseas stake of U. S. investors 
reached $26.6 billion at the end of 
1954, a 10% jump above the 1953 fig- 
ure. Of this amount, $5 billion was in 
foreign stocks and bonds, the balance 
in foreign properties of US 
Canada alone accounted for almost 
$6 billion, and the Latin-American 
countries combined for $6.3 billion 


firms 


RCA may soon offer a $100-million 
issue of convertible debentures. The 
company was impressed by the fine 
reception investors have given othe: 
convertible issues recently marketed 
by several giant industrial firms (AT- 
&T’s $635-million was the lat- 
est) David Sarnoff wants 
the money to expand RCA’s working 
capital 


issue 
Chairman 


Wool without sheep is being grown 
by Australian scientists. Not a syn- 
thetic, the wool is grown from shoul- 
der skin of unborn lamb. Still in the 
laboratory stage, this test-tube meth- 
od is not yet advanced enough to 
alarm either sheep ranchers or syn- 
thetic fibre producers 


College 


Census 


concludes the 
is a sound invest- 
ment. Over a lifetime a college gradu- 


education, 
Bureau, 


ate can earn an average of $100,000 


more than a non-graduate 
° . ° 


Coal, iron and underwear will be the 
product line-up Philadelphia & Read- 
ing Corp. will count on to balance its 
depressed anthracite business. In tak- 
ing over Union Underwear Co. and 
its Fruit of the Loom brand men’s 
shorts, T-shirts and union suits, P & R 
will have a solid foothold in 25,000 
US. retail outlets 


Higher expenses, lower profits are 
still the sad tale of the variety chain 
business. Despite record $2.4 billion 
sales last year, 44 chains were 
squeezed by skyrocketing rents and 
payrolls, wound up with 16.6% 
smaller earnings than the year before 

Forres 
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Philip Morris executives attribute 
50-fold increase during the last eight 
months in sales of their new Marl- 
boro filter-tip cigarette to its exclu- 
sive heavy-paper box with a fold-back 
top. Says a company spokesman: 
“There's no question but that the 
distinctive box has done the initial 








low bid by Britain’s English Electric 


lion worth of electric generators and 
transformers for the U.S. Army. The 
contract went instead to higher-bid- 
ding U.S. firms, Westinghouse and 
Pennsylvania Transformer Co. De- 
fense Secretary Wilson explained that 
Pittsburgh, where the two plants are 
located, is classified as a “distressed 
area” by the Labor Department. But 
disappointed English businessmen 
have blasted the move as a setback to 
a freer flow of wor'd trade. 











Working capital pinch will be felt by 
many U.S. corporations which for- 
merly deferred income tax payments 
to March 15 in order to save cash for 
Fall and Winter expansion. Under a 
new law, designed to save the 
ernment the trouble of borrowing in 
anticipation of tax revenues, Congress 
has called for quarterly payments to 
start September 15 


Gov- 


Air conditioning for autos May soon 
be as standard as such onetime rari- 
ties as automatic transmissions or 
radios. In the first six months of this 
year sales of 150,000 auto air condi- 
exceeded all the 
totals put together and, according to 
GM's Frigidaire division, GM 
vill be turning out 1 million air-con- 
ditioned cars annually by 1961 


tioners previous 


alone 


Even thrifty Switzerland, whose peo- 
ple normally save far more than their 
home economy uses, is now feeling 
effects of worldwide credit pinch. In- 
vestors were happy to get 2%“ inter- 


they are demanding 342° 


tenants are now billed 16 cents per 
call, hotelmen hope to get permission 
to charge 23 cents a call if the New 
York Telephone Company's proposed 
higher rates go into effect, and 22 
cents if they do not. 

(CONTINUED ON PAGE 56) 
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selling and prompted impulse buying.” | 


Buy-America advocates won a big | 
victory when the Pentagon rejected a | 


Export & Trading Co. to build $8 mil- | 


est on top grade bonds in Zurich's | 
famed money market a year ago. Now | 


” + - 
The humble hotel-room telephone 

is rapidly rising into the luxury price 

class. In New York, where hotel 


mela ialcMcleslal-sscmiilelim dale, 
refuses to stagnate 


~~ 


Men who could be m iking 


hoping for promotions but doing 


ALF the world is half asleep! twice their present 
salaries are coasting along 


bring themselves forcefully to the 


nothing to 


attention of management 


They're wasting the most fruitful years of their business | throwing away 


thousands of dollars they may never be able to make up. And, oddly enough, 
they don’t realize—even remotely—the tragic consequences of their failure to 


forge ahead while time is still on their side 


and the 


part way up the ladder and down again 


These are the men who are unknowingly headed for the frustrations 
They'll go 


They'll be executive 
They'll have high | pes for themselves 


disappointments of mediocrity 
by the time they'ce fifty years old material in their twenties 
and clerks in their fifties 


while they're young; 


and thirties 


and their families but only strugglir kimping and regret 


later on when their earning power should be at its height 
Send for Your Free Copy of “Forging Ahead in Business” 
If vou want to discover how to succeed while you are «till young 
day tor Forging 


if you want 
five ad 


. one of the most practical and realistic booklets ever written on 


to avoid the heartbreak of failure in later years—send to 
in Busine SS 


the problems of personal advancement. 


Here you will find—not a “pep talk,” not an academic lecture—but celd, hard 
facts on how to improve your position and increas uur income, You will be 
told what the qualifications of an executive are in toda competitive market 
what you must know to make $15,000, $20,000 or more a year what you must 


do to accumulate this knowledge. 


ambitious men who seri 
» future. Uf 
you feel it is meant for you, simply fill in and return the coupon below. Your 


was written for mature 


ously want to get down to bed-rock in their thinking about their busing 


“Forging Ahead in Business’ 


complimentary copy will be mailed to you prompt! 






ALEXANDER HAMILTON INSTITUTE 


Dept. 378, 71 W. 23rd Street, New York 10, N. ¥ 1 

In Canada: 57 Bloor St., W., Toronto, Ontario, Canada j 

Please Mail Me, Without Cost, a Copy of Your 48-Page Book— I 
“FORGING AHEAD IN BUSINESS ! 

Name 

5 Firm Name i 
Business Address ! 

Modern j 
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ee a 


[------------------------ 































_ 































STANDARD SANITARY & DOMINIK 


No matter which you dial, you get American-Standard quality 


Every one of these divisions and com- 
panies belongs to the American- 
Standard family! It'sa big, widespread, 
international family with forty-seven 
operating plants, twenty-nine in the 
United States, four in Canada, four- 
teen in Europe. 

The products made by the American- 
Standard family are as diversified as 


American Radiator 


the plant locations The products run 


; 


the gamut from pressure and temper 


ature « for Uncle Sam’s biggest 
aircraft to thermostats for the 
smallest cottage from blowers for 
huge indu plants to exhaust fans 
for the kit plumbing fixtures 
and fittings for homes, office buildings, 


hospitals ches, hotels, schools 


atomic reactor system components... 
heating, cooling and air-conditioning 
systems for towering skyscrapers or 
small homes ...and boilers too large 
to be carried on a single freight car. 
Next time you need a product for 
home or industry, call one of the 
divisions or companies that make up 


American - Standard 


& Standard Sanitary Corporation 








“With all thy getting, get understanding” 


FACT AND COMMENT 





by MALCOLM S. FORBES 


VEW ENGLAND’S INDUSTRIAL COMEBACK 


Forses’ editor has just returned from a tour of flood- 
hit New England, where the recent disaster struck a 
doubly cruel blow. Until then, the six northwestern 
states, cradle of U.S. industry as well as U.S. history, had 
been winning an uphill battle to retain their industrial 
eminence and to prevent their famed old mill cities from 
fading into ghost towns. 

The struggle had not been an easy one, even before 
nature went on its rampage Before the war, one in every 
four New England factory workers made his livelihood in 
the textile mills. Since then, this once-great industry has 
been decimated: less than one New Englander in seven 
works in textiles this year. A large proportion of the 
mills either moved South or simply went out of business 
They threw no less than 10,000 New Englanders out of 
jobs during a five-year period. While the population of 
the six states was growing, their principal industry was 
shrinking—and industrial jobs are important to New Eng 
land. Barely 2% of its people work on farms, leaving the 
rest to live by industry and commerce. Raw materials 
are scarce. 

Partly because of this textile exodus, New England has 
not shown the economic resiliency of other parts of the 
country in recent years. New England did bounce back 
from the mild 1954 recession, but with less strength than 
the economy as a whole. The latest figures show that 
there were about 1,425,000 employed in New England 
factories in mid-1955. This was a good recovery from last 
year’s low point, but it was still more than 100,000 jobs 
behind the 1953 figure of 1,565,000 

Industrially speaking, the northeastern states have had 
some hefty disadvantages to hurdle. Raw materials had 
to be brought in, often from distant sources. Then, as the 
nation’s population spread out, the finished goods had to 
be shipped to increasingly distant markets. And Yankee 
wage rates, though the differential has been shrinking 
are traditionally higher. This year, for example, produc- 
tion workers in Connecticut averaged $76.82 per week 
In Alabama the equivalent rate was $59.94. Moreover 
and many New Englanders are bitter about the practice 
southern states have used tax exemption as bait to lure 
away factories 

But in spite of all this, New England's industrial fight 
for survival has been succeeding. During the five vears 
when the textile industry put 100,000 New Englanders on 
the streets, the electronics industry alone was adding jobs 
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for close to 50,000. It is a real tribute to the workers and 
entrepreneurs of the area that New England has garnered 
more than its share of this fast-growing industry. With 
just 6% of the U.S. population and 8°, of its industrial 
workers, New England has nabbed 15° of the electrical 
machinery business. Raytheon, for example, is a New 
England firm, headed by Charles Francis Adams, Jr., of 
the famed Quincy family. General Electric has no les 
than 17 plants in the area, is spending $40 million to mod 
ernize its Lynn, Mass., works. General Dynamic 
is a big New England employer. So is Sylvania Electric 
And United Aircraft, the nation’s biggest engine builde: 
is a Connecticut firm. New England's pool of skilled labo: 


its pool of engineers, have helped attract industries re 


Corp 


quiring such skilled labor. The plastics fabricating indus 


try is another example. New England plants currently 
account for a full third of this $1.5-billion annual busi 


ness 


This year things had looked brighter than for a long 
time. New England economists were predicting that thei: 
share of the electronics industry 


2 points to 17% in 1955. And even the long static sho 


would climb from a full 
industry was showing signs of life. Production was up 
12°, over the country, but Ne England led with a sharp 


16.7°, output rise 


And industry aside, New England has been cashing i 
on the great American travel boom. From ski lifts to 
to the Berkshire Musi 
Festival, the New England states have been making the 
most of thei: 
struck 
this year would rise a sharp 25°, over 1954's $1-billion 


total 


autumn leaves, from race track 


tourist attractions. Before the disaste1 


travel officials estimated that the tourist trade 


But there is one thing the inquiring visitor quickl; 
finds out behind these cold 
statistics. Just take the case of Sanford, Maine. Sanford 


was being written off as a ghost town just a few months 


there is a great human story 


back, after the big hometown Goodall Sanford mill which 
once employed 3,000 closed its doo: But the city re 
fused to give up. It advertised far and wide for new in 
dustries. Today six small firms have moved into the 
sprawling plant and 750 new jobs have already been 
created. Lowell, Mass., another town hit hard by the tex 
CBS-Hytron. Law 
getting a 3,400-job Western Electric fac 


tile exodus, has built a plant for 
rence Mass iS 
tor 


New England businessme: d officials are encourag 





ingly realistic about the situation. You don't hear as 
much talk about vast steel mills any more; the area has 
apparently settled for the refurbished 
Northeast Steel mill at Bridgeport, Conn. New England 
just isn't located right for giant-scale industry, nor does 
it have the raw materials. What it does have is an efficient 
and highly skilled labor force and plenty of know-how 
As one New England executive put it to me 


medium sized 


Our answer 

Added a 
recently toured the 
South: “Our state can compete successfully with the 
South—or anywhere else for that matter—when it comes 
to small business. Giant, mass-production factories are 
another matter.” That’s why the New England industrial 
development commissions welcome small industries which 


to higher wages must be higher productivity 


Massachusetts businessman who 


sound inconsequential but add up to a lot of jobs. Sam 
ples: baby furniture, foam rubber, shoes. Shipbuilding is 
still important to New England. So is railway equipment 
There is even talk about some small textile mills return- 
ing from southern states 

The hard-headed New Englanders I talked with have 
few delusions of industrial grandeur today. Few of them 
can deny that their region is declining in its relative 
share of U.S. industry. But this is simply a statistic. The 
important thing is to keep more than 3.5-million Yankee 
workers in jobs. Before the floods dealt their stunning 
setback, this rugged region was making a lot of progress 
in that respect and is likely to continue doing so 


x 


PROSPERITY’S “BABY BASE” 


One major factor accounting for our prosperous present 
is the substantial increase in population. Economists 
analysts and pundits of all sizes, shapes and descriptions 
are in agreement that our expanding economy is geared 
to and dependent on what the Metropolitan Life Insur- 
ance Company calls “the great United States baby boom.” 

Last year, births reached an all-time high of 4,076,000, 
and the birth boom, according to this company’s statis- 
ticlans, may be “expected to continue for several more 
years.’ This news should provide encouragement—al- 
though it might be of considerable interest to find out 
how one soundly prognosticates, or politely conducts, the 


Editor Forbes and Family: the statistics are encouraging 
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interviews on the subject. Since the end of World War II, 
births have continued at an unparalleled rate. 

Important factors in the rise in the number of babies 
born yearly, Metropolitan states, have been a marked 
increase in the number of married women, and an almost 
uninterrupted rise in the fertility rate from its low level 
in the 1930s 

“Wives at ages 15 to 44 have increased in number by 
one-seventh since 1945, and by more than one-third since 
1933,” it points out. “In each of the postwar years about 
one out of every six married women at these ages bore 
a child, but in the mid-Thirties the proportion was only 
one in eight.” 

Particularly noteworthy is the sustained high rate for 
second births, the rapid rise in the rate for third and 
fourth births and the current upward tendency in the 
rate for fifth births. This presages a return to moderate- 
sized families in the United States, according to the statis- 
ticians, although not to the large families of several 
decades ago 

With the continuation of favorable economic and social 
conditions, it is noted, an expected decline in the birth 
of second and third children may be offset by a rise in 
births of the fourth and higher orders. 

Forses’ own contribution to the “five births” statistic 
is pictured below when a daughter joined four olde: 
brothers in the editor's family. 


a 
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SEC GETS TOGETHER 
The financial individual investors 
should warmly welcome the Securities and Exchange 
Commission's tougher policy for new stock offers. For the 
first time in a long time, the SEC has issued “stop or- 
ders” on proposed highly speculative issues of new stocks 
where insufficient facts have been made available, or 
where the disposition of proceeds from the sale of stock 
is obscured 


community and 


The agency's chairman, J. Sinclair Armstrong, has also 
suspended a number of exemptions from registration be- 
cause of incomplete information. Says Mr. Armstrong 
“Market conditions are so good now, lots of issues that 
would not have come to market otherwise are being 
brought to market now. We have no trouble with most 
companies. But a small percentage doesn’t file in good 
faith. A few speculative companies have their registra- 
tion statements set up in such tricky ways that you can't 
tell where the money is going. We don’t think it’s the 
duty of the Commission to clean up registrations so obvi- 
ously deficient 

Since its establishment in the stormy days following the 
depression and the advent of the New Deal, the Securi- 
ties and Exchange Commission has played an enormous 
part in re-establishing confidence in the investment com- 
munity. First feared and fought by Wall Street, the SEC 
has turned out to be one of its best friends. With very 
few exceptions, it has been manned by men of ability and 


has followed sensible policies in a vigorous and largely 
successful effort to protect investors from deceit and chi- 


canery 

A booming market has brought with it new headaches, 
but the latest get-tough policy reflects the Commission's 
determination to handle them successfully. 
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‘4 
MWaltonal Accounting Machines save us $100,000 a year... 
return 112% annually on our investment.” 


—CONVAIR DIVISION of GENERAL DYNAMICS CORP. 
“Builder of the World's Most Advanced Aircraft.” 


“Our National Accounting Machine System “All in all, we estimate that total savings /n your business, too, National ma 
at San Diego returns us $100,000 a year in repay about 112% annually on our invest- chines will pay for themselves with 
; j the money the r 
reduced operating costs. This saving repays ment. We are enthusiastic about the effi @ money ney oo : — continue 
savings as annual profu our near 
the cost of our National System every year. ciency of our dependable National System, 4, ayarional man will gladly show 
“It gives us other savings, too, by furnish- and are expanding its use in other sections jow much you can save—and why 
ing prompt information that permits inven- of our organization x your operators will be happier 
tory reduction, reduction of shortages, and 


"TR AOE MARE REG VS PAT OFF 
a much better control of both production IWW73. ° 
and commercial inventories. Aor’ Wational 
Vice President, Convair 


ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, varron ®, ona Pine MACHINES » CASH REGISTERS 


977 OF FICES IN 94 COUNTRIES 
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GOING PLACES ” the nation’s rivers 


with Cities Service... 


Cities Service petroleum products travel by fast supertankers...they also 

move by plodding barge over the nation’s inland waterways from Cities Service 
refineries to major midwest distribution centers ...today they are traveling over water, 
over land and underground in record quantity, to meet a record customer demand. 


cities ® SERVICE 


A Growth Company 


Number | 4 of o series 











AIRCRAFT 


A WAITING GAME 


Ever since Boeing's 707 jet transport took 
to the air last year, Bill Allen has been 
wooing the airlines for orders. Last month 
he was still sweating out his first sale. 


From the shores of Puget Sound to 
the slopes of Mount Rainier, the state 
of Washington swarmed with sum- 
mertime travelers. Last month, visi- 
tors by the dozens trooped through 
Boeing Airplane Company’s* trim 
executive offices to shake hands, laugh 
and joke with Boeing’s conserva- 
tively-clad boss, Bill Allen. Except 
for briefcases and business suits, they 
looked and acted every bit like care- 
free vacationists dropping in to see 
an old friend 

Appearance to the contrary, Allen 
and his guests were gathered together 
to hash over some mighty grim busi- 
ness. These junketing Easterners were 
all airline executives, a_ tight-fisted 
band of businessmen from whom 
Allen has been trying to coax orders 
for Boeing’s sleek 707 jet transport 
ever since the prototype took to the 
air over a year ago. Thus, even while 
Boeing’s breathtakingly huge B-52 
Stratofortress jet bombers rolled off 
the assembly lines directly beneath 
Allen’s office window, these men 
pored intently over the 707’s specifica- 
tions. The 707, they heard Allen say 
for the umpteenth time, will cruise at 
a dizzy 550 mph (almost 200 
faster than present-day piston 
engine planes), carry as many as 135 


mph 
best 


*Traded NYSE 
881.4; low, 54% 
1955 payout 
ing $1 


Price range (1955): high 
Dividend (1954) : $3. Indicated 
50c quarterly plus extras total- 
ficker symbol: B 
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passengers, and cost no more to op- 
erate than Douglas’ famed money- 
maker—the DC-6B. Allen's convinc- 
ing arguments notwithstanding, his 
audience had also heard Douglas Air- 
craft's Donald Douglas promise similar 
virtues for his DC-8. On the 
the the U.S.’s commercial 
jet age, whose jet transports should 
they buy? 

High Stakes. By month’s end, the 
visitors had trooped back home, leav- 
ing weary William McPherson Allen 
to sweat the answer. Would 
United Air Lines, admittedly in the 
market for 25 worth $125 
million, sign up with Boeing or with 
its long-time supplier, Douglas Ai: 
craft? And what about big transconti- 
nental trunk lines like American and 
TWA? Or globe-girdling Pan Amer- 
ican? Or expansion-minded Eastern”? 
Within weeks, perhaps 
would be 
Bill Allen 
Boeing 


eve of 
arrival of 


out 


transports 


the decisions 
And within 
also know 


known weeks 


would whether 


after five long years as a 
builder of exclusively military planes 
would get another crack at a far more 
profitable market 


liners 


commercial ai 


In a sense, Allen’s hot scramble for 
at least one airline order seemed anti- 
climactic. Less than a year ago, afte 
Allen had gambled $16 million of Boe- 
ing’s money to build a flying model 
of the U.S.’s first jet transport, Boeing 


BOEING'S 707 ON 


BILL ALLEN 


a toehold on the future 
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DC-8. The only difference was that 
the DC -8, far from being an airproven 
transport like the 707, was little more 
than a wad of engineering specifica- 
tions and blueprints. But Douglas, 
faced with the grim prospect of losing 
his firm grip on the world transport 
market, used a desperate device to 
scramble back into competition. He 
simply had his engineers design a 
plane which will look and perform 
remarkably like the 707. 

In Seattle last month, Boeing's 
fidgety brass openly accused Donald 
Douglas of playing dirty pool. Said 
one peeved official: “We had him 
licked. So what does he do? He copies 
our design. Same engines, same 
sweptback wings, same seating capac- 
ity, same speed. Sure, he makes it a 
little longer here, a little wider there, 
puts a different landing gear on it 
and calls it a DC-8, But don’t let any- 
one fool you. If Douglas ever builds a 
jet transport, he'll build a 707.” 

Point & Counterpoint. Whether or not 
Donald Douglas’ tactics can be con- 
sidered unethical is open to argu- 
His admirers say he is simply 
playing a tough competitive game 
which never had any rules anyway 
At any rate, Douglas has cleverly 
confused the jet transport picture by 
forcing airlines to at least make a 
choice. In fact, the longer he can de- 
lay an actual decision, the stronger 
his competitive position becomes. It 
is no secret that airline bosses every- 
where respect his unsullied 25-year 
reputation as the most suc- 
builder of commercial air- 
liners. At last count, some 600 Douglas 
planes were flying on domestic routes, 
many more abroad, By comparison, 
Boeing's last fling in the civilian mar- 
ketplace (1949-50) was an unparal- 
leled flop. Wherever airlines needed 
speed economy far more than 
luxury, Boeing's sluggish, plushy 
Stratocruisers were poor moneymak- 
ers from the start. Only 56 were ever 
built 

Despite this, Bill Allen was offering 
up some weighty counterarguments 
last month. As an experienced build- 
er of big jet aircraft, Boeing is un- 
surpassed, Over the past seven years 
it has turned out some 1,200 graceful 
six-jet B-47 medium bombers, and 
now has the heavy bomber market 
wrapped up with enough orders for 
B-52s to keep its Seattle and Wichita 
assembly lines humming for years to 
come, The only production know-how 
that would qualify Douglas as a build- 
er of jet transports has been gained, 
ironically enough, from Air Force 
contracts to build Boeing's B-47s at 
Tulsa. 


ment 


world’s 
cessful 


and 


An even stronger point in Boeing's 
favor is its experience in flying an 
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actual prototype. “You'd be sur- 
prised,” said Boeing's commercial 
sales manager Ken Gordon, “at the 


number of kinks we've ironed out by 
actual flight testing. By the time we 
go into production, we'll build a near- 
perfect plane.” 

Which, many production men agree, 
may be more than Douglas can do 
Douglas, in order to overtake Boe- 
ing’s lead and to avoid the staggering 
expense of building an experimental 
plane, plans to swing right into pro- 
duction as soon as enough orders 
asked one 
president somewhat 
“What good is it? It’s about as 
brick a contractor 
might show you as a sample of the 
house he plans to build.” Countered 
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come in 
Douglas 
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a Boeing official: “I wouldn't want to 
be the airline operator that gets the 
first DC-8 off the line.” 


Other Markets. As much as Bill Al- 
len wants to establish Boeing as a 
big-timer in commercial aviation, ci- 
vilian not a matter of life 
him. Ever since he took 
over Boeing's controls during the dog 
days of 1945, he has, through a re- 
markable combination of luck and 
skill, piloted Boeing to the very top 
of the planemaking heap. Last year 
its sales hit $1 billion, the first time 
this has been accomplished in the in- 
dustry since Douglas and Curtiss- 
Wright turned the trick during World 
War Il. As far as the Air Force is 
concerned, moreover, there has never 
planemaker anywhere 


sales are 


or death for 


been another: 





that can build a bomber quite as well 
as Boeing since its workhorse B-17 
Flying Fortresses and B-29 Super 
Fortresses proved the point in World 
War Il. For several years now its 
swift $2.3-million B-47 Stratojets have 
been the mainstay of the Air Force's 
medium bomber arsenal. Boeing's 
25,000 Wichita workers still roll them 
out at the rate of one per day. Even 
though Stratojet production will peter 
out in 1956, Allen already has a fat 
backlog of orders for newer, bigger. 
eight-jet B-52s. 

This unwavering faith in Boeing's 
ability to build sound military planes 


has also helped Allen over some 
embarrassing rough spots. When 
orders for Boeing's ill-fated com- 


mercial doubledeck Stratocruisers ran 
out, Allen had to swallow both pride 
and a walloping $14-million loss. But 
Allen's deficit became a respectable 
profit when the Air Force, just in the 
nick of time, arrived with enough 
orders for military versions (KC-97s) 
to keep Boeing's Renton, Wash. plant 
busy ever since. By the end of last 
year, Renton had rolled out 600. By 
the time KC-97s go out of production 
next year, moreover, Renton will be 
building KC-135s, tanker versions of 
the 707. Even though the KC-135 is a 
year away from rollout, the Air Force 
has already announced a huge $700 
million appropriation. 

Boundaries. Boeing's wholesome 
reputation among Pentagon planners 
has also effectively kept other plane- 
makers from muscling in on its some- 


what exclusive domain. Similarly, 
Allen has never been able to crack 
the fighter and interceptor market 


dominated by Lockheed, Douglas, 
North American, Republic and Con- 
air. Nevertheless, such you-build- 
this, you-build-that typecasting has 
caused considerable grumbling in 
planemaking circles. In fact, Allen’s 
much-heralded $16-million gamble to 
build the 707 was, according to one 
aircraft executive, about as chancy 
as a $2 bet that Brooklyn will win the 
1955 National League pennant. “Long 
before the 707 was flying,” said he 
“General Curtis LeMay [the Strategic 
Air Command's influential boss] was 
hounding the Pentagon to buy the 
plane as a tanker for his far-flying 
bombers. Lest it be accused of play- 
ing favorites, the Air Force went 
through the motions of holding a 
design competition. But the outcome 
was a foregone conclusion.” Boeing, 
which had the only flying model, 
walked off with the production con- 
tract, Lockheed won a consolation- 
type development contract, and the 
rest of the contestants went home 
empty-handed. 


Danger Signs. But these assurances 
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that the Air Force counts heavily on 
Boeing's know-how have scarcely 
lulled Bill Allen into a feeling that 
the aircraft business is a secure one. 
On the contrary, Allen knows as well 
as any other planemaker that a sud- 
den drastic cutback in defense spend- 
ing could send the industry into a 
tailspin. No sooner had he sat down 
in Boeing's sunny presidential office 
in 1945 than the Pentagon pulled out 
the rug. Contract cancellations poured 
in almost as fast as they could be 
tallied, slashing Boeing’s sales from 
a wartime peak of $608 million in 
1944 to a piddling $14 million in 1946. 
The Korean War buildup pulled Boe- 
ing out of a hole, but today, if its 
annual sales should ever fall below 
$500 million (its sales dropped 25% 
to $370 million in 1954’s first six 
months), Allen claims Boeing could 
be crippled. Not only would Boeing 
be forced to cut loose experienced 
engineers and production men, but 
it would lack the profits to plow back 
into costly research on even more 
startling advances in the art of flying 

Washington Blues. Bill Allen has still 
another reason for feeling nervous 
about his almost helpless dependence 
on government orders. Even in these 
relatively easy times, Boeing profit 
margins scarcely look robust. No mat- 
ter how fat its order backlog may 
continue to grow, the margin of prof- 
itability on its sales to the Air Force 
will never be any greater than it is 
now. Boeing is restricted to a pretax 
margin of 8% on production contracts 
Last year taxes whittled the margin 
down to less than 3.6%. Even this was 
Boeing's best showing since 1941. To 
help shore up thin profits, Allen has 
negotiated for a fistful of incentive- 
type fixed price contracts under which 
Boeing gets a 20°, share of any sav- 


ings it can make. Over the past 
few years, Allen’s production men 
squeezed out savings amounting to 


$100 million, of which Boeing kept 
less than $10 million after taxes. But 
by the same token, Boeing also runs 
the risk of sharing any costs over and 
above the target price, thus putting 
the severest kind of pressure on Boe- 
ing’s management 

So, while Boeing’s operations 
reached an optimum of efficiency last 
month, Allen was not a little envious 
of the profits being rung up down 
Santa Monica way (see chart). Since 
1948 Douglas Aircraft has been able 
to hang on to 7.9 cents before taxes 
on every dollar of sales against Boe- 


ing’s 5.2 cents. Stated another way 
Boeing's eight-year sales ($3.7 bil- 
lion) have been almost 30°) higher 
than Douglas’ $2.9 billion. But its 
profits ($95 million) have been less 
than 5% higher than Douglas’ $91 













































































KC-97s ON THE PRODUCTION LINE (RENTON): 


million. “Commercial sales,” mused 
Allen, “make all the difference in the 
world,” 

Higher Ceiling. How much difference 
they would make in Boeing's fortunes 
has been the subject of much mouth- 
watering speculation in Seattle. “We 
want to be fair to our commercial 
customers,” said Allen, “but we have 
to be And a 
fair share for Boeing, according to 
financial Vice President John Yeast- 
ing, would be a magnificent 10° prof- 


fair to ourselves too.” 


it after taxes, or close to $500,000 on 
each 707 it can sell. 
This, to some knowledgeable ob- 


servers, is completely unrealistic. Even 
Lockheed’s Bob Gross, who 
has trouble enough making half that 
much on his 


shrewd 


commercial 
business, offered the suggestion that 
airlines given a bette 
“Both Boeing and Doug- 
las,” he said, “are trying to sell their 
planes for $4.5 
That's a price for an 
to pay. I can’t for 
why 


booming 


ought to be 
price deal 
each 


around million 


helluva airline 
the life of me see 
sell them at 


and still 


around 
make a 


they can't 


3.75 million real 
nice profit.” 

Which also goes a long way toward 
explaining why airline men have been 
so agonizingly slow in 


their checkbooks 


reasons 


reaching for 
There other 
all of which make the civilian 


are 


market considerably less attractive 
than it was when Allen first began 
his sales pitch a year ago. Only last 


month, the Office of Defense Mobiliza- 
tion ruled that airlines could no longe: 
take write-offs on 
future equipment purchases. Not only 
will they be hard pressed to find the 
cash to finance 
aircraft 
to keep thei: 


fast five-yea! 


the change-over 


to jet 


but they may even be forced 


planes ir services longs I 
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from fat backlogs, thin profits 


thus putting a damper on plane sales 
Of even more immediate concern are 
the hundreds of piston-engine planes 
they have on order for delivery as late 
as 1957. Boeing is promising delivery 
later. As Boeing's 
Ken Gordon summed it up: “The jet 


age is going to hit them long before 


on the 707 a year 


they have depreciated their piston- 
engine equipment. I'm sure the air 
lines wish we would drop dead on 


this whole jet transport business.” 

The Time Is Now. Allen 
however, is to keep the subject of jets 
very much alive, push the airlines into 
buying them as quickly 
Says he A new aviation has 
arrived, It can’t be put off any longer.’ 
Allen has 


in the 


strategy 


as possible 


era ol 


a more personal stake, too 
the jet age 
Boeing's ability to deliver a transport 
before Donald Douglas will dissipate 
if airlines thei: 


can convince just one 


early ripening of 


persist in delaying 


decisions. If he 


big airline to put in an order, others 
will quickly fall into line. Allen i 
betting he can swing it 

If he doesn’t, there are many arm 
chair strategists on Wall Street who 


think his high price tags will be at 


fault. Even nov ome think he has 
missed a golden opportunity to wrap 
up the entire world market (estimated 
at 300 transports) for Boeing. Why 
hasn't Allen, they ask, tried for a 
clean sweep by cutting prices to a 
level which Douglas, faced with huge 


tooling costs before he can build a 
single plane, cannot meet? 

The ar e! that there are sound 
indicatior that Dougla will not 
throw in the ponge. Already driven 
out of the turboprop market by Lock 
heed Elect re ould probably 
fight price f th price-cut just to 
ta i] ‘ f ‘ ‘ al let ; ‘ a la 


















































































































































































































































































































































































tion. Allen, as yet, has given no in- 
dication he will drive that far 
“We're running a sound business 
here,” said Allen, the memory of Boe- 
ing’s last commercial venture still 
painfully fresh. “We're not going to 


jump into commercial business unless 


him 


we're absolutely sure we can make a 
profit 

Orders First. As the battle lines 
were drawn tight last month, Allen 
was still waiting. Down South, Donald 
Douglas won a verbal commitment 
from National Airlines’ Ted Baker to 
buy six DC-8s, but the order meant 
very little. Douglas’ management still 
talks vaguely of needing orders for 
“between 40 and 80 planes” before 
swinging into production. Allen, more 
candid, claims he will need orders for 
50 before he will shoot the works on 
the 707 

But Allen's 


without 


waiting game was not 

As he stood 
idly at his office window one day last 
month, a sweptwing B-52 
rolled from the factory into the after- 
noon sunlight 
he said 


compensations 
silvery 


“Isn't she a beauty?” 
UTILITIES 


A PENNY 
SAVED 
Too many small stockhold- 


ers can be a fiscal burden. 
Here's one tactful solution. 


In the utility industry, where profits 
are limited by government regulation 
and relation 


manage- 


small in 
to giant capitalizations, no 
ment worth 


revenues loom 
its salt misses a chance 
to keep a sharp eye on the cost ledge: 
Last month Chicago's $1.3-billion 
(gross property) Commonwealth Edi- 
son, biggest utility in the U.S., came 
up with a small but useful cost cutter 
Realizing that some 25,000 of his 132,- 
829 common stockholders owned fewer 
than 10 shares, President Willis Gale 
was bothered by an obvious but fre- 
quently overlooked fact: that it costs 
just as much to service (with dividend 
checks, annual reports and transfer 
books) the one-share stockholders as 
the 100,000-share stockholder 

So Gale decided to give his stock- 
holder list a little tactful pruning 
Gale invited the less-than-ten share- 
holders to (1) buy enough shares to 


bring their holdings to a nice, even 
ten-share unit, or, (2) sell out. To 
make it easier for his smaller stock- 


holders to sell out or even up, Gale 
added a offered to 
absorb the and 


handy incentive, 


brokerage transfer 
charges involved 


20 


FOOD 


BABY SALESMAN 


Just 27 years ago the Gerber family launched the fabu- 


lous baby food business. 


Ever since then they have 


held top place against some mighty rough competition. 


Ont evening in 1928 young Dorothy 
Gerber of Fremont, Mich., was strug- 
gling with a complicated strained 
food recipe for her baby daughter 
Why, she asked her husband Dan, 


couldn't his father’s canning factory 
prepare baby foods by the same proc- 
ess used to puree its tomato prod- 
ucts’? Dan Gerber got the point when 
himself 


dinner a 


he splattered 
baby's 
Shortly afterwards 
Co.* marketed the 
distributed 


foods 


straining the 
nights 
Gerber 
first 


prepared 


few later 
Products 
nationally- 
line of baby 
Last month, 27 
years and millions of babies later, the 
prepared baby 


loosing a $23 


Enter Competition. 


food industry was 
annual flood 
of tins and jars on the nation’s super- 
markets and grocery 


Gerber’ s 


-million 


Im- 
Heinz, 
Beech-Nut, Libby and at least eight 


stores 


pressed by success, 


other firms have set up baby food 
divisions. But Gerber remained on 
top last year accounted for over 40°% 


of the 
prepa! ed baby 


1.9-billion 
food 


nation's units of 


By concentrating exclusively on 


babies, Gerber has easily out-paced 


its more diversified 
During the decade alone, Ger- 
ber’s sales have quadrupled to $86.7 
million tenfold 
By comparison Heinz 
doubled its 


competitors 
past 
earnings multiplied 
to $5.5 million 
and 
earnings while Libby's sales were up 
123 earnings up 58% in the same 
period 


has merely sales 


Dan Gerber’s com- 
(now $87-million 


Mor eover 


pany assets) has 
consistently shown higher profit mar- 
gins giant last 


year Gerber netted 13 cents on every 


than its competitors 


dollar of sales while Heinz’ share was 
eight cents and Libby's was four cents 


on the sales dollar. As a consequence 
Gerber stock has risen from a low of 
17% to 41% in just 10 years 


Specialists. In 1942 Dan Gerber 


adopted a slogan which partially ex- 


plains his company’s leadership: “We 
have a singleness of purpose. Babies 
are our business—our only business.” 
While competitors were marketing 
dozens of other products, Gerber 
dropped all other lines. Gerber mar- 
kets 28 strained foods whic h are fed 
to children of 3-to-18 months. The 
‘ ‘ the-counter Price range 
19 42%; i 40. Dividend (1954 


$i 1 ed 196 nyout: $1 





CERBER’S CERBER: 
close behind the stork 


most popular items with infant gour- 
mets are apples, peaches, pears and 
carrots 

But Gerber has not relied entirely 
on pleasing infant palates to boost 
sales. Each month the company sends 
out over 500,000 direct mail 
which it claims reaches 71° 


pieces 
of new 
In an era of impersonal self- 
service, Gerber works hard at a closer 
relationship between customer and 
The Gerbers do rot neglect 
barrage of over 20,000 letters 
customers seeking advice on 
everything from diets to shcwer gifts 
Dorothy Gerber answers many of the 
requests herself 


mothers 


company 
their 
from 


Turnover. Such hard promotion, ex- 
plains 57-year-old Dan Gerber, is an 
essential ingredient of the company’s 
success formula. “We have a difficult 
selling job. We completely lose our 
young customers even though they're 
perfectly satisfied.” To keep its tiny 
customers a while longer, the 
pany 


com- 
now markets a line of junio 
foods which includes 23 varieties. And 
in 1947 Gerber 
profitable 
duces 


joined Armour in a 
venture which now 
13 varieties of strained 
Dan Gerber deploys an army of 500 
salesmen to keep all these products 
in top display space. “But,” says he, 
“there are no ‘deals’ and no hypo sales 
contests. We haven't needed 


p! 0O- 


meats 


them.” 
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This Monkey Shines in the eves of the public 
Do It Yourself—The Easy Way. Steel power tools have made it possible for : y . . pa 


utility men. They actually call it an industrial 
the amateur to make high-quality furniture. With a true-running saw, for example monkey, and it's made from USS National Seam 
you can be sure of precise cuts and tight joints. Multi-purpose steel power tools less Mechanical Tubing. The monkey 
furnish the accuracy and remove the drudgery from workshop projects goes up and down 


swivels 
and will turn in a complete 
circle. The tubing is pierced from a solid biliet of 
steel, 


Install Your Own Carport. two men, 


without special training, can erect this all 
steel carport in a matter 


of hours. The 
lightweight steel structural members and 
roof sheets are rigid and strong... and 
they'll look like new ten years from now. 


lt Looks Like A Sieve, but it's really a USS 


Stainless Steel Plate fabricated for a chemical 


company. The plate contains 25,400 holes 


and 
each hole supports a piece of tubing. Its made 

from Stainless Steel because no other material 

has such a unique combination of corrosion and 


heat resistance, along with | 
For further information on any product mentioned in this advertisement, write United States Steel 25 William Pe Place, Pitt 


AMERICAN BRIDGE . . AMERICAN STEEL & WIRE and CYCLOWE FENCE .. COLUMBIA-GENEVA STEEL . . CONSOLIDATED WESTERN STEEL 
GIL WELL SUPPLY . . TENNESSEE COAL & IRON . . UNITED STATES STEEL PRODUCTS 
UNITED STATES STEEL HOMES, INC. - UNION SUPPLY COMPANY 


igh strength 
shurgh, Pa. 


GERRARD STEEL STRAPPING . . MATIONAL TUBE 
UNITED STATES STEEL SUPPLY . . Divisions of UNITED STATES STEEL CORPORATION, PITTSBURGH 


* UNITED STATES STEEL EXPORT COMPANY + UNIVERSAL ATLAS CEMENT COMPANY 


5-1633 
See the United States Stee! Hour. It's a full-hour TV program presented every other week by United States Steel. Consult your local newspaper for time and station 
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PATIENCE REWARDED 


After two decades of dodging bankruptcy, stock- 
holders of the famed old B&O are at last on 
the verge of reaping the rewards of patience. 


Many a US. railroad, unable 
debt loads with depres- 
revenues, defaulted on its 
bonds in the dismal Thirties and sur- 
rendered wearily to the 
courts 


to carry 
boomtime 
sion-level 


bankruptcy 
When the courts had finished 
wringing the water out of their capital 
structures, the stockholder, 
more had gone down 


common 
often than not, 
the drain 

Never Say Die. Crusty old Daniel 
Willard, longtime president of the 
127-year-old Baltimore & Ohio Rail- 
road Co.," however, refused to give 
up. He somehow kept the B&O tech- 
nically solvent, but just by the skin 
of its fiscal teeth. Having refused to 
scale its bonds, the B&O still 
groaned under a $647-million debt 
load when the war came. Stockhold- 
ers of the 6,200-mile New York- 
Washington-St. Louis-Chicago road 
were not wiped out. But they did go 
dividendless until 1952 as the B&O 
now under President Howard Edward 
Simpson, struggled with its moun- 
tainous debt. They received only $1 
a token 10% payout of rec- 
earnings—in booming 1953 and 
the same amount last year. 

Last month Wall Streeters were 
predicting that the long decades of 


down 


a share 
ord 


*Traded NYSE. Price range 
53'4; low, 35%. Dividend (1054) 
1955 payout 


(1855): high 
$1. Indicated 
Ticker symbol: BO 


waiting for worthwhile dividends may 
be over at last for the B&O’s 15,487 

stockholders. Having im- 
efficiency and cut debtt by 
than $200 million (to $458 mil- 
lion) in just 15 years, the B&O was 
fiscal fettle. Howard Simpson 
and his directors decided the time had 
to market $280 million worth of 
first-mortgage By paying 
off $269 million in eight assorted is- 
sues, most of them bearing higher in- 
terest than the 3%, 4% 
4'4 vields of the 
son will be killing two birds with ont 
stone. He will tidy up the 
capital structure interest 
below the crucial $20-rillion 
just $18.9 million a year 

Fit for Freight. But 
Streeters quick to note 
than rearrangement of 
behind the 


common 
proved 


more 
in fine 


come 


new bonds 


rates and 


new issues, Simp- 


road's 
and cut 
charges 
mart t% 
Wall 
more 
debt 
around 


there was, 
were 
mere 


bright optimism 


Im 1938 the 
in cash 


B&O, down to $6.5 million 
was faced with some $185 mil- 
lion worth of bonds falling due within a 
year. Dan Willard fought the Chandler 
Act through Congress which permitted 
him to postpone debt repayment without 
lapsing into bankruptcy. Again in 1944 
the B&O had to readjust its debt burden. 
As a result of all this fiscal tightrope 
walking, the road ended up $86 million 
in debt to the Reconstruction Finance 
Corporation, a situation which set more 
congressional committee to 
affairs 


than one 
proving its 


B&O's Baltimore headquarters. 
$1.3-billion (assets) railroad last 
month boasted the best ratio be- 
tween costs and revenues among the 
Big Three eastern roads: B&O’s oper- 
ating costs consumed last year just 
78.8 cents on every dollar of revenue; 
for the Pennsylvania, the figure was 
81.4 cents; and for the New York 
Central, 78.9 cents. Moreover, B&O’s 
freight business has grown faster 
than that of its two competitors in 
the past 15 years (see chart). Only 
5% of B&O’s revenues come from 
passenger service, against 15% for the 
Central, a fact of no mean significance 
to profit-conscious railroad statis- 
ticians. Explains President Simpson 
“There is no chance fo: 
the passenger 
term. The 
Simpson, 


The 


earnings in 
business over the long 

auto seen to that.” 
originally a passenger man 
himself, has dropped over 70 unprof- 
itable passenger trains. Nor does he 
regret B&O’s lack of a monumental 
Manhattan terminal such as burden 
both of his bigger competitors 

Payout Pattern. Even without the 
savings from lower interest rates, the 
B&O has had good news for stock- 
holders so far this year. Its seven- 
months earnings of $5.16 more than 
equaled the $4.75 earned in all of 1954. 
More than one Wall Streeter, com- 
paring these earnings with the B&O’s 
dividends of $1 in the past two years, 
was climbing out on a limb to pre- 
dict better dividends for stockholders 
when directors meet late in the year 

About dividend prospects Howard 
Simpson will say nothing. But he 
makes no bones about his optimism 
“We are,” beams he, “in the best 
physical condition in history, and this 
vear is going to be a lot better than 
iast. There's a fine feeling on the 
B&O today.” 


has 


RAILROADMAN SIMPSON: 
two birds with one stone 
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Why more than 324 new firms have located in 


Union Electric territory in the last 10 years... 


You operate from the center... 
not from the rim! 


a the St. Louis area you are at the center of the national market. 
The Union Electric System territory lies between the geographical and 
population centers of the U.S. A.—truly, the center of centers. 


Easy and Fast Merchandise 
Distribution to All Parts of 
the Nation 


A larger delivery territory can be 
reached overnight from St. Louis 
than from any other city. It is the 
terminus of 19 railroad trunk lines; 
more than 3,000 truck-trailer units 
arrive and depart daily. Union Elec- 
tric territory is at the hub of the 
world’s greatest inland waterway — 
a total mileage of 13,494 miles con- 
necting 29 industrial centers. Thus, 
industries in this area have lower 
freight and shipping costs. 


A Larger Sales Territory Can Be 
Reached by Overnight Travel 


No other region in the country offers 
you such fast and extensive trans- 
port. The Union Electric territory 
is served by all seven of the major 
airlines. Transcontinental highways 
radiate from St. Louis, are modern, 
wide and well maintained. St. Louis 
railroads and their affiliates operate 
52°, of the total mileage served by 
Class 1 railroads in the United States. 


More Efficient Administration 
of Nationwide Businesses 


It is easy to hold a sales convention 
in Union Electric territory. Because 
of its central location, more than 
300 conventions a year come to the 
St. Louis area. There are more dif- 
ferent types of industry in St. Louis 
than any other city in the country 
according to the U. S. Bureau of 
Census, a vast supply of skills, labor, 
technical and administrative, to 
draw from. No single industry em- 
ploys more than 8% of the labor 
force. In addition to the advantages 
cited, this contributes to the eco- 
nomic stability enjoyed by this com- 
munity. The region experiences very 
few of the ups and downs of other 
more specialized locales. 


Lower Parcel Post and Express 
Costs Across the Country 
Located at the center of the nation, 
low parcel post costs are effected 
in Union Electric territory to all 
parts of the country. Dispatching 
of packages is speeded by conveyer 
belts which run directly from the 
central post office to the platforms 

of waiting trains. 


Union Electric System 


Comprising Union Electric Company of Missouri « 
Missouri Power & Light Company + Missouri Edison 
Company + Union Colliery Company + Poplar Ridge 
Coal Company « St. Lovis & Belleville Electric 
Railway Company 


Forses, sepTemper 15, 1955 





Cheaper Long Distance 

Telephone Costs 
St. Louis is the center of Bell Tele- 
phone’s nationwide dialing network. 
Industries located in Union Electric 
territory have the fastest and best 
long distance telephone service in 
the world. Some 2,800 long distance 
trunk lines radiate from the St. 
Louis dial center to all sections of 
the country. 


To Keep Pace 

A recently voted city bond issue 
will bring about a $750,000,000 pro- 
gram for slum clearance, low-cost 
housing, expressways, 
parks, playgrounds and new build- 
ings—complete city modernization 
and industrial and commercial 
expansion. 


high-speed 


In step with growing St. Louis, Union 
Electric will spend $232,000,000 in 
the next five years to keep weil 
ahead of highest estimates for indus- 
trial requirements. Low-cost power 
will continue to be in ample supply. 


A Good Place to Locate 

For further information on the ever- 
growing advantages of locating busi- 
nesses, branch offices, plants in the 
Union Electric territory, please ad- 
dress: J. E. Johanson, Industrial 
Development Engineer, 315 N. 12th 
Blvd., St. Louis 1, Missouri. Your 
inquiry will receive full and con- 
fidential consideration. 
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This Civilian Serves in the ARMY, 


NAVY and AIR FORCE! 


You'll find him at sea in the atomic sub 


marine aloft in a B-47 bomber 


and in the field with a “‘skysweeper 


anti-aircraft battalion—the civilian field 


engineer known to United States Armed 


Forces the world the Philco 


“TechRep” 


over as 


The TechRep is an expert's expert on elec 
tronics —a rigidly -selected and rigorously 
trained combination of engineer, techni 


cal man, and instructor 


As an electronics systems engineer, he 
can take full command of any situation 
in planning, operational development, 
held testing and evaluation, site survey 


ing, installation, of overhaul. 


As a technical man, he can sttip down, 
repair, and reassemble the most compli 


cated of any of the fabulously complex 


ANOTHER FIRST FROM THE of 





electronic military 


ar dhe 


equipments in use 


today—? of make or manufacture 


And as an 


train | 


instructor, he can quickly 
oth officer and enlisted personnel 
in repair and maintenance techniques for 


Radar 


Sonar, Guided Missiles, Computers and 


Communications Fire Control, 


other key electronic devices 


The Philco TechRep’s importance to 
America’s over-all defense program is 
indicated by the presence today of more 


than 2,000 of these civilian experts on 


active duty with every field branch of 


the Services 


j 
They are under com piele military control, 


and go where the Armed Forces 


g0, 


even to the tront 


Some have given their lives on active 


duty They and others have won 





citations. And more than 12,000 individ- 
ual letters of commendation have been 
received since the TechRep Division 


was started in 1941. 


As an original idea to meet the needs 
of the Armed Forces for trained engi- 
neers to cope with the flood of new 
electronic applications, Philco TechReps 


have been an overwhelming success 


They have set a pattern for efficiency 
They have eliminated duplication and 
improved performance. They have 
brought to military electronics standard 


ization with flexibility 


The result is something in which 
every citizen has a 
vital and lasting 
interest —more 
defense per dollar! 


H j LCO CORPORATION 
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RETAILING 





A SALE AT TIFFANY’S 


Has Tiffany's, Manhattan's historic jeweller to mil- 
lionaires, averted change or simply postponed it? 


To the thousands of tradition-loving 
shoppers who pass through its Fifth 
Avenue doors each year, a proxy fight 
at Manhattan’s famed Tiffany's seems 
as distastefully mercenary as the 
forbidden sight of cash registers on 
its counters. Last month, with a slam- 
bang struggle for control looming, 
Tiffany & Company’s* tradition-loving 
President Louis de Bebian Moore 
voluntarily surrendered control while 
he still had a say about who would 
take over. For $3.8 million, Moore 
arranged to sell 65,000 of Tiffany’s 
closely -held 132,000 outstanding shares 
to Walter Hoving, president of fash- 
ionable Bonwit Teller, Tiffany's next- 
door neighbor. In so doing he showed 
as deft a touch in the fine art of cor- 
porate finance as Wall Street has 
seen in a long time. 

Out from Under. Up until then, 
Moore’s control of Tiffany’s was in 
real danger. New York real estate man 
Irving Maidman suddenly appeared 
armed with a heavy block of 33,000 
Tiffany shares, and demanded | that 
Moore install “top notch” public re- 


*Traded over-the-counter Price range 
(1955) : high, 634%; low, 31%. Dividend (1954) 
$1. Indicated 1955 payout: $1 


APPAREL 


YOURS FOR LIFE 


On 


style-conscious 


SARAH BERNHARDT: 
a watchmaker wouldn’t do 


lations, advertising and merchandising 
men on his board of directors. To 
Moore, this was a most unfitting so- 
lution to Tiffany’s tarnished profits 

$1.09 a share last year compared 
with 1950's $2.77. But when Maidman 


promotion and 


some big-scale mergers, Abe Feinberg 
is fast building a big fashion empire. 


For years the catchy but unglamorous 
advertising slogan, “Be Wiser—Buy 
Kayser” identified Julius Kayser & 
Co.’s* line of medium-priced lingerie, 
gloves and stockings to U.S. readers of 
the slick-coated, class magazines. In 
recent years style-conscious 
tomers have been unimpressed. Sales 
fell from $27.5 million in 1948 to $19.4 
million in 1954. When New York 
hosiery manufaturer Abraham Fein- 
berg sewed up control last year, he 
decided that Kayser’s products had 
‘about as much sex appeal as sack- 
cloth,” immediately redirected his ad- 


cus- 


*Traded NYSE. Price range (1955 higt 
2414; low 17'4. Dividend (1954): 25c. Indicated 
1955 payout: 25c. Ticker aymbo KS 
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vertising campaign toward the fash- 
ion-conscious college and career girl 
“Get a woman young,” says he, “and 
she’s yours for life.” He also hired top 
feminine 


designers to turn out such 


trifles as red “mambo” panties 
Magic in Names. But ambitious Abe 
Feinberg was not relying solely on 
salesmanship to expand his business 
Last month, Kayser paid $13 million 
for Milwaukee's bustling Holeproof 
(1954 net: $1.2 million) 
Feinberg expects that Holeproof, along 
with six 
in the 
In swimweal 
hosiery), will 
around $85 


Hosiery Co 
other Feinberg acquisitions 
(including Catalina 
Fruit of the 
Kayser’s sales to 


1956 


last year 
Loom 
boost 


| 
million by almost 


backed off and offered to sell his 
shares to Bulova Watch Co.’s Stanley 
Simon, Moore was hardly placated 
Was Tiffany's, which once sold a dia- 
mond-studded bicycle to Sarah Bern- 
hardt and a silver chariot te Phinéas 
T. Barnum, about to become the ad- 
junct of a popular-pricec watch- 
maker? Said Moore: “We did not 
think that this should be allowed to 
happen.” 

By selling out to Hoving, he prac- 
tically guaranteed that it wouldn't 
Maidman, still holding 33,000 shares 
but no longer Tiffany's biggest stock- 
holder, said glumly: “This 
thing I didn’t expect.” 

A Little Polish? What Tiffany's cus 
tomers and Fifth Avenue neighbors 
now probably expect is a welcome 
continuance of a traditionally genteel 
status quo. But Tiffany’s dented profits 
can hardly 
a business 


is some 


look normal to as shrewd 
Walter Hoving 
(Tiffany's total assets are listed at al- 
most three times what he paid for con- 


man as 


trol). There are other complications 
too. Hoving has promised to keep on 
both tradition and President Moore 
But his Hoving Corp., which operates 
Bonwit Teller, is controlled by Phila 
delphia financier Albert 
Bankers Securities Corp 
fany’s comes 


Greenfield's 
Thus, Tif 
with five 
hotels in Philadelphia and an impres 
sive list of Greenfield-controlled de 
partment stores 


into alliance 


“Tiffany's,” said one 
cynical Wall Streeter last month, “has 
won no real victory. It has simply won 
the right to pick its own conquero1 


four times 1954 sales. The Holeprool 
will make Kayser 
largest producer of lingerie, stocking 
Rangy (6 ft 
Abe Feinberg, 47, has 
that hosiery 


need 


merge! the world’: 


and women's 
4 in.; 
long 


accessories 
200 lbs.) 
bee n convinced 
well 
Hay 
ing latched on to such potent names a 
Kayser, Holeproof and Catalina, Fein 
berg says confidently We 
that we 


manufacturers would 


known retail names to survive 


have a 


sense of assurance will be 
accepted 

Fashion Is the Key. Board Chairma: 
Feinberg admits cheerfully that he is 
‘unfettered by knowledge in the fash 
ion business A hosiery salesman 
son who, at 15 clean 
ing 17 cuspidors a day for 17 sales 
men,” Feinberg 


Hamilton 


concern WV 


vent to work 
rose rapidly to head 
Mill a successful 
hich sold its output to 
stores. Teamed vith F's 
President A 


e) re t 


hosiet 
chair 
nberg are 
Philip Goldsmith, Ka 

and Ex 
senjamir 
The 


of Kayser 


andising expert 


ecutive Vice President 
Hinerfeld, a 


three together owr 
§50.000 


financial expert 


200) OOO 





PUBLISHING 





geht s 


ree 


CROW ELL-COLLIER’S PAUL SMITH 


CAN COLLIER’S COME BACK? 


With new management, new capital and a healthy new 
respect for plowing back earnings, CrowellCollier is 
making a determined bid to get back on the profit trail. 


By April of 1953, the outlook for the 
big, once-prosperous Crowell-Collier 
Publishing Co.* blacker than 
printer's usually the 
among the firm’s three 
magazines, was losing $400,000 a week, 
and the American Magazine was al- 
most as badly off. Only Woman's 
Home Companion was showing any 
gains, but those were hardly enough 
to offset losses 


was 
ink. Collier's, 
big earner 


m the other two mag- 
August, Crowell-Collier 
common sank to 44%, a sad comedown 
for a stock that sold as high as 65 
eight years earlier 

Crowell-Collier closed out 1953 
with a bone-jarring loss of $4.3 mil- 
lion on gross sales of $38.4 million 
The situation was not much better in 
1954 when the company lost $2.4 mil- 
lion. Drastic changes 
called for, and it 
to call in a 


azines In 


clearly 
decided 
who could 
company’s 


were 
was soon 
president 
completely 
hidebound and 
personality, By 
clear that new blood 
Crowell-Collier had needed 

® First-half earnings neared $140.- 
000, small enough as corporate profits 
run, but not when compared to a $6.7 
million loss of the two previous years 

© As the 
inch 


reshape the 
out-dated 
last 


corporate 
month, it 
was just 


was 
what 


continued to 
book profits 
1955 net to 


magazines 
healthy 
would 


upward, 
probably boost 


$500,000 
*Traded yver-the-counter 


(1955 higt 8, low 
none 


Price 
Dividend 
Indicated 1955 cayout none 


range 


1954) 


26 


Editorial 


tremor in 


Earthquake. Every last 
this shake-up was 
engineered by a one-man earthquake 
from San 
potchn 
Smith 
16 to 


major 
Francisco, tough-minded, 
Paul Clifford 


quit school at 


top-! newsman 
Smith, 46, had 
work in the financial district, 
tried Wall Street and foreign report- 
ing, and astonished the newspaper 
(at 27) 


Chronicle 


world by 
the San 


becoming editor of 
After 
ink a Nav y commission to storm 
beachheads with the Marines in 
World War I, Smith returned to the 
Chronicle, came to Crowell-Collier as 
a vice president in the late summer 
of 1953 

As president 


Fran isco 


resig: 


Smith found that the 
porcelain black cat he keeps on his 
desk 
books have 
enough cash to pay salaries and bills 
Smith's 
was to spin off the 
profitable P. F. Collier 


as a -owned 


had also crossed the company’s 

Crowell-Collier did not 
only 10 days away solution 
company 8 
book 
subsidiary, and 
ferred $12 million in assets to it 
On the 


division 
wholly 
trans 
collateral of this solid subsid- 
iary he was able to get a short-term 
bank $3.6 
passed on to the parent 
Then he took direct control of 
the three magazines and the book di- 
on, worked a man-killing schedule 
-vamping magazine layouts and re- 
nw DoOOoK 
Cash & Control 


sight. Smiti 


loan of which he 


million, 
company 


ove! 


operations 


Once profits were in 


went looking for more 


capital Manhattan broker Edward L 
Elliott rounded up 26 investors who 
agreed to buy $3 million worth of 
5% debentures convertible into 600,- 
000 common shares at $5. The group 
also took an option on half the 26°, of 
Crowell-Collier’s outstanding com- 
mon owned by Publication Corp., a 
rotagravure printing firm, and voted 
by Clarence Stouch, board chairman 
of both companies. Eight employee 
directors then left the 17-man board 
(“It was like talking to myself,” says 
Smith), Stouch stepped down from 
the chairmanship and Paul Smith was 
firmly in the driver's seat. 

Smith, however, was promising no 
miracles. He does not expect the 
company to pay dividends in the nea 
future. The basic reason: Smith has 
inherited a situation that is partly the 
20-year result of using only 2.5% of 
profits to pay off debt, distributing 
the rest as dividends. “When Cro- 
well-Collier starts paying dividends 
again,’ says Smith, “they will be real 
dividends, from a healthy, growing 
company. In the meantime, a lot of 
money is going to be plowed back into 
the magazines “ 


FARM MACHINERY 





INVENTORIES UP 


Tractor sales are rising despite 
a continued drop in farm in- 
come. Here’s one explanation. 


WHILE 


(assets) 


medium-sized, $109-million 
Oliver Corp.” is only sixth 
in size in the farm machinery, indus- 
try, it has been plowing up the most 
sensational profit improvement in the 
entire industry this year. Minneapo- 
lis-Moline was able to cut its deficit 
in half during the first nine months 
and Deere & Co. upped its earnings 
68°, from $2.19 in 1954 to $3.47. But 
Oliver more than doubled its net to 
$1.78 from 78 cents a year ago, on an 
8°, increase in sales 

Last month Oliver President An- 
drew King McCord had a word of ex- 
planation for the general pickup in 
Said he: “Farm in- 
1955 will be even less than 
the $12.5 billion reported last year, 
probably $11.5 billion. Dealers have 
been buying than they were 
selling and now they're catching up 
on depleted inventories. By year's 
end, I believe farm machinery manu- 
facturers’ to dealers will out- 
strip actual retail farmer purchases.” 


farm equipment 
come in 


less 


sales 


*Traded NYSE. Price range 
18'4: low, 13%. Dividend 
cated 1955 payout: $1 


(1955) high 
(1954): 60c. Indi 
Ticker symbol: OF 
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1. A weather-proof, rotating Farnsworth TV camera, 
mounted on the platform of the Rock Island’s busy Engle- 
wood station, scans the main-line crossing. 


2. The visual infor- 
mation is fed by cable 
to a TV monitor at the 
slalion., 


Railroad’s significant test of 


iT. 


VISUAL COMMUNICATION — 
SYSTEM an picture to trancmsitted 


by Kederal microwave 


suggests many applications for closed- ‘ : from an antenna on the 


tation rool 


circuit TV combined with microwave relay 


Te Chicago, Rock Island and Pacific Railroad has 


shown by this pioneering test how IT a'T’s TV-micro- 
wave system can help solve railroad traflic problems in 


high-density arcas. 4. A similar antenna 
The same modern communications technique — prod- receives the picture at 
the LaSalle Street 


uct of [1TaT research and development —is applicable to 
Union Station and feeds 


the solution of many other problems of traffic control ie oe anette unamiae 


and industrial operations over almost any distance and there 
under practically all conditions, 


J. Thus, six miles away, Rock 
Island executives can see the actual 
loading and unloading of passen- 


ger baggade md mail, as well as 
INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION other railroad operations 


67 Broad Street, New York 4, N. Y. 
For further information on closed-circuit TV and microwave relay for railway use, address 
Federal Telephone and Radio Company, 100 Kingsland Road, Clifton, N. J. 
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Nickei-bearing “skin” 
makes New York’s 
newest skyscraper 

one of its brightest 

spectaculars 


When you're building for the future, always 
build Inco Nickel into your plans... 

New York City has seen great skyscrapers going 
up before 

But nothing quite like the gleaming, new Socony 
Mobil Building, soon to be one of Manhattan's 
brightest spectaculars! 

It's the largest metal-clad office building in the 
world. And all that cladding, all that glistening 
metal “skin,” is stainless steel. A stainless steel 
that contains Nickel 


That means there's Nickel in the beautifully 
designed curtain walls 

Nickel in pier covers; Nickel in spandrels; Nickel 
in window sashes and frames; Nickel in mullions 
and louvers. 

And that means...’ 

Well, Nickel makes atainleas steel easier to work 
Look at those curtain walla: the three-dimensional 
‘carved" effect stamped into the panels is a sure 
sign Nickel ia there. It's what makes the ateel flou 
v0 well under the impact of hammer and dic 

Nickel is also there to buttress the durability and 
corrosion resistance of stainless steel — important 
factors in keeping maintenance costs down over 
the years 

“The Romance of Nickel”, a 65-page booklet, will 
tell you a lot more about this great “helping” metal 
Free. Write, The International Nickel Company 
Dept. 265d, New York 5, N. Y. 








“ 
Up goes the curtain on the With Inco Nickel in them 
Nickel-containing stainless metals perform better, 
steel curtain walls of New longer. The Nickel in these 
York’s newest skyscraper. stainless stee! windows 
Note “carved” effect! makes fabrication easier 


28 


MANHATTAN’S new 45-story Socony Mobil Building 
will have 11 acres of Nickel-containing stainless steel “skin.” 


rN . 
ANCO [NCO NICKEL. sine vnscen Princ 


THE INTERNATIONAL NICKEL COMPANY, INC. 
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ELECTRICAL EQUIPMENT 


OVERHAUL 





For two years, Chairman Irving Bennett has been 
turning things upside down at General Cable. 
But the payoff has been well worth the effort. 


As his directors filed into the confer- 
ence room in New York’s Graybar 
building one July day two years ago, 
Board Chairman Irving T. Bennett 
prepared to make a big decision. 
Earlier that month, a cease-fire had 
been negotiated at Panmunjom. It 
meant, Bennett knew, wholesale can- 
cellation of defense orders and the 
start of a hot war for civilian busi- 
ness among such big wire fabricators 
as Bennett’s General Cable Corp." 

Bennett resolved then that half 
measures would not do if General 
Cable was to preserve its right to the 
company slogan: “The Greatest Name 
in Electrical Wire and Cable.” Be- 
fore the board he mapped out a fore- 
rast of what the truce would mean in 
defense order cutbacks and a bold 
plan to do something drastic about it. 

He did something drastic indeed, 
launching the most vigorous search 
in General Cable’s long history for 
new products and new markets. In the 
next twelve months, General Cable 
needed every bit of new civilian busi- 
ness Bennett could find as its defense 
billings plummeted from $35 million to 
$12 million. Such a severe drop could 
well have wiped out General Cable's 
entire 1954 profits. It didn’t. Instead 
Bennett managed to stem the expected 
20°, decline in General Cable's gross, 
keeping it down to only 16%. And he 
did it by boosting his civilian business 
some 10%. 

Thus General Cable finally wound 
up the year with a net of $5.2 million 
($2.31 per common share), actually 
slightly ahead of 1953’s earnings. But 
he had just begun, and the program 
he mapped out is only just now com- 
ing into full realization: new prod- 
ucts and new plants at home and 
abroad. 

Pulling General Cable’s immediate 
chestnuts out of the fire was only 
part of the job Bennett, a Revere 
Copper & Brass veteran, was brought 
in to do at the behest of American 
Smelting & Refining Co., owner of 
41.6%, of General Cable’s voting stock. 
His main assignment: a_ thorough 
overhaul of General Cable’s entire 
operations and management, both 
mired in sticky tradition and overde- 
pendence on defense business. 


*Traded NYSE. Price range (1955): high, 


23%; low, 15. Dividend (1954) 
1955 payout 
symbol: GK 


$1.10. Indicated 
$1.10 plus possible extra. Ticker 
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A Free Hand. Bennett lost no time 
shaking off such financial and func- 
tional fetters, quickly got General 
Cable off the too-comfortable path it 
had been following. 

One obvious place to start was in 
the home market for telephone and 
power cable, a field in which General 
Cable ranks second only to Bell Tele- 
phone Western Electric 
Bell’s business was well sewed up by 
Western Electric. But, Bennett discov- 
ered, the U.S.’s independent telephone 
companies, outside the Bell system, 
while they had only 20% of the nation’s 


subsidiary, 


CHAIRMAN BENNETT: 


nothing less than a clean sweep 


telephone business, servicec 80° of 
the U.S.’s land area. Projecting the 
growth of independents along the line 
of national expansion, the big need 
Bennett saw was for more mid-con- 
tinent facilities. So General Cable set 
to work to build a new plant at Monti- 
cello, Ul, to increase its output of 
paper-insulated telephone-cable 
New Dominion. But an even bigger 
opportunity for selling telephone cable, 
Bennett soon realized, lay in Canada, 
where new towns were popping up 
everywhere and demand for new tele- 
phone equipment was fast outrunning 
the supply. Like AT&T, Bell of Canada 
controls 80% of Canada’s telephone 
business in 20% of the country’s land 
territory. But surveys indicate that 
the Dominion’s telephone and power 
needs are growing much faster out- 
side Bell of Canada’s area than within 


it. Reason the apid exploitation ol 


vast mineral wealth in uranium, iron, 
taconite outside the well 

Acting on this finding, General 
Cable made a deal with Canada Wire 
& Cable and Britain's Telegraph Con- 
& Maintenance, Ltd., for 
joint ownership of a new manufactur- 
ing unit, Telecables & Wires, Ltd., 
which will soon build a cable plant 
near Winnipeg. It 
maneuver for 


settled areas 


struction 


was a shrewd 


two Can- 
ada’s lower ratio of phones per thou- 
sand population (303 in U.S 
229 in Canada), 2) the fact 
mote 

settled 
lines to carry 


reasons: 1) 


to only 
that re- 
rapidly 
long cable 


areas are now being 


means a need for 
power and communica- 
tions to them 

New Lines. Bennett also saw an- 
other neglected opportunity at home 
Every 
requires an umbilical cord attaching 
it to a outlet 
cords are kissing cousins to General 
Cable's othe: Why 
not get a stake in this field? He 
had one by purchasing General In- 
sulated Wire Works, of 
R.L, maker of a full 


neoprene- and plasti 


electrical gadget, he observed, 


powell These plug-in 


products then, 


soon 


Providence, 
line of rubber-, 
covered powel 
cords for domesti 
On another 
Cable's 


safety 


and industrial use 
shrewd General 
trade-marked 
tested and found 
suitable for installations. Re 
sult: it was used in the U'S.’s first two 
nuclear-powered submarines, the 
Nautilus Seawolf. Anothe1 
big Pyrotenax potential: rewiring old 
homes for 


hunch, 
Pyrotenax a 
cable was 


nucleat 


and the 


heavier current (e.g., for 
air conditioners, electric stoves) with- 
out expensive architectural 
Bennett's 


another 


changes 
still 


venture a 


dragnet brought in 


promising new 


huge press, now being custom-built 


in Germany, for direct extrusion of 


aluminum sheathing onto insulated 


wire cable core It will go into ope! 
The first major 
heathing since 1885 


it will mean lighte: 


ation later this year 
advance in cable 
less costly, more 


sheathed 
weighty 


rugged aluminum cables to 


replace the lead-covered 


lines now sagging from telephone 


across the nation. Engineers 
tried 
onto cable for 20 
sfully 

Showdown. Such 
Cable's brass are convinced 
for the future. Early this year 
dent MacDonald told a meeting of 


security that he 


poles 


have to extrude aluminum di 


rectly years, until 


now unsucce 
doings, General 
bode well 
Presi- 
analyst estimated 


this 


earnings 


year and 20% to 25% higher 

Having gone on record, MacDonald 
fired off a memo to his key men: “I 
really stuck my chin out publicly,” it 
read. “So let's sure I'm not 


proven to be a lousy forecaster.” 


make 
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and for industry: YALE 


materials handling division of the 


Yale & Towne Manufacturing Company 


To the casual eye, the intricate ant nest is a labyrinth of confusion. A closer 
look reveals its planned system—rooms to live in, food storage chambers, 
lanes for traffic—functioning smoothly because of the ant's instinct for the 
orderly handling of bulky materials. So it is with modern industry and com- 


merce. In the vast plant, on the teeming dockside, in the many-aisied ware- 


house, materiels and goods move by prearranged plan. Basic to the plan 
are industrial trucks and hoists which move, lift, stack loads of almost any size, 
weight and shape. Yale's special talent for planning handling systems and 
supplying the proper equipment for them has made products stamped with 
the YALE’ trade-mark famous for industrial efficiency the world over. 


“Reg. UV. & Pet OF. end 05 foreign Covetmne 


YA LE & TOW NE The Yale & Towne Manulacturing Company, Executive Offices: 


Chrysler Building, New York 17, New York. PRODUCTS, YALE Industrio! Lift Trucks ond Hoists; 
AUTOMATIC Electric Industria! Lilt Trucks; YALE Locks ond Hordwore; TRI-ROTOR Pumps; NOR- 
TON Door Closers; YALE Powdered Metal Products. MANUFACTURING DIVISIONS in U.S. A, 


Cenode, Englond, Germany. Licensed monvlocturers in France, Waly, Spoin, Avustralic, Jopea. 
Soles Representatives throughout the World. 
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NON-FERROUS METALS 





REYNOLDS WRAP-UP 


The famous Reynolds brothers just can’t seem to sit 
still. Having domesticated a once top-heavy debt load, 
they’re off on a fresh round of aluminum expansion. 


Berore World War I, when Richard 
S. Reynolds decided to break away 
from his uncle R.J. Reynolds’ prom- 
ising tobacco firm (Camels) and 
strike out on his own, he chose, as it 
turned out, an even more promising 
field. His Reynolds Metals Co.,* 
started as a shoestring tinfoil firm, 
has grown into a $387-million alumi- 
num-making giant, second only to 
Alcoa, and a light blue chip of US. 
industry. To achieve this growth, most 
of it in the past 15 years, Reynolds 
gambled by going heavily into debt— 
so heavily that in 1952 the firm had 
nearly $3 of debt for every $1 of 
stockholders’ equity. 

Parlay. Last month, in the midst of a 
clamor for more aluminum than even 
the industry’s greatly expanded ca- 
pacity can supply, Reynolds an- 
nounced that it had completed a $235- 
million refinancing program which 
would enable it to buy back all its 
more expensive debt and finally get 
out of debt to the U.S. Government. 

For some businessmen this would 
be a time to relax, enjoy prosperity 
and whittle debt. But the four Rey- 
nolds brothers, gradually taking over 
the firm from their ailing father (who 
died last July), lost no time in proving 
they are chips off the old gambling 

*Traded NYSE. Price range (1955): high 
232; low, 10845. Dividend (1954): $1.50 plus 


two 5% stock dividends. Indicated 1955 pay- 
out’ $2.50. Ticker symbol: RLM 


block when it comes to growth. 

Hardly pausing for breath after 
completing this refinancing, President 
Richard S. Reynolds, Jr. announced 
that he was off on a new $230-mil- 
lion expansion spree. It will increase 
Reynolds’ capacity of aluminum in- 
gots by 30% to 1.1 billion pounds a 
year. 

But the debt refinancing, apart 
from paving the way for expansion, 
is a matter of personal pride to the 
four Reynoldses.+ It enabled Reynolds 
to write a check for $69,292,585.52, 
made out to the General Services Ad- 
ministration in payment for war sur- 
plus plants, and thus get out of hock 
to the Government. In so doing, Rey- 
nolds removed some of the sting from 
the old barb that the Reynoldses are 
Government-made men. 

Not enough. There is some truth in 
that statement. Certainly without gov- 
ernment loans Reynolds Metals} could 
not have grown so far so fast. 
is true that Reynolds needed 











and after World War II, it is fj 
true that the Government 


tIn addition to Richard, 
Presidents William G. (parts) 
(operations) and David P. ( 


















































MAVERICK BULL| | 
500° Reynolds Metals’ sales (dotted line) have more than | 
doubled, profits (solid line) quadrupled in the past ten | —_— 
yeors. But Reynolds’ common (colored line), reaping the 
rewards of highly-leveraged prosperity, has gone 
400}. through the roof with a 954 5% rise in price 
(1945 = 100%) 
300 } 
+” 
200} 
100 a j 
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RICHARD REYNOLDS, JR.: 


ingots come first 


was forthcoming either from Alcoa, 
which then held a monopoly on U.S 
production ef raw aluminum, or from 
Europe. Reynolds decided to take an- 
other flyer 
aluminum 

nessmen felt that Alcoa’s output was 


and turn out his own 


even though most busi- 


perfectly sufficient for all possible 
US No banker was willing to 
gamble on aluminum’s future, so Rey- 


needs 


nolds turned to the Government. By 
hocking all his foil-making facilities 
to the Reconstruction Finance Corp., 
he obtained enough capital to build 
his own smelter to turn bauxite ore 


into aluminum 

War Baby. When peace came, Rey- 
nolds make his 
firm something more than an unem- 
Instead of sitting 
back and counting moderate profits 
had built up 
decided to 
mote new peacetime uses for alumi- 


ingots 


was determined to 


ployed war baby 


from the business he 


during the war, he pro- 


num He also aec ided that his exist- 
ing plants were too few to take care 
of a growing metal in a growing econ- 
From the Rey- 


nolds and a postwar newcomer, Kais- 


omy Government 


aluminum 
plants at a fraction of their cost, 


er, bought war surplus 

The Revnoldses were never satisfied 
with merely turning out ingots, then 
waiting around for some fabricator to 
buy Reynolds 
the snecial 


them parts division 


Wil- 


built prototypes of new alumi- 


concern of son 
liam 
num products, from furniture to toys, 
kitchen and 
either talked others into making them 


or produced them itself 


from wrap to canoes, 


ingots Come First. Why, then, given 
the Reynoldses’ special talent for pro- 
moting new consumer uses for alum- 
inum, is the firm planning to spend 
$200 million of its 


latest expansion 
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Black bars: average of 100 top mfg. firms. Colored bars: 

(left) 5-year average return on stockholders’ equity, (right) 5-year 

increase in equity. Figures above bors are for latest reported 
12-month period. 








money to increase ingot production 
and only $30 million to expand fabri- 
cation of products? Says Reynolds 
“We can't expand fabrication without 
expanding supply of the basic 
There just isn’t enough alumi- 


available for further 


oul 
metal 
num expansion 
Besides, we don't want 
to see people who have been buying 
ingots from us have getting 
them elsewhere. It’s too important a 
part of our business. Our policy is to 
beef up production of raw aluminum 
first, then beef up fabrication.” Rey 

nolds also feels that the main item in 
its expansion—a $168.5-million plant 
in northwestern Kentucky, which will 
increase primary aluminum output by 
200 million pounds 


in fabrication 


to start 


is an economical 
answer to high power costs, the big- 
gest item in 
The 


station 


aluminum production 
300,000-kilowatt power 
use coal from adjacent 
company-owned deposits where Rey- 
nolds will mine up to a million tons 
annually, The 
ore carrie: 
up the Ohio 
Should 


pected 


plant's 
will 


firm will also buy a 


new bauxite 


new 


to transport 
River to the 


Reynolds run into unex- 
difficulty in selling its raw 
aluminum to fabricators, Government 
defense stockpiles stand waiting to 
receive a large portion of it. In re- 
turn for a priority on raw aluminum, 
the Government guarantees it will 
take all Reynolds’ output if the firm 
cannot dispose of it elsewhere—which 
of course, it presently can, For alumi- 
num already has outstripped ancient 
copper as the No. 1 non-ferrous metal 
in volume. Reynolds (1954 


site 


sales: 


32 


$306.8 million) has garnered its share 
of the 
Alcoa 


bounding 
($708.3 


with 
Kaiser 
($261.8 million and Canada’s 
Aluminium Ltd. ($327.7 million sales), 
which constitute the world’s Big Four 
Reynolds made more 
money in 1954 than it grossed in 1939 
First-half 1955 profits of $16 million 
were up 69 1954's first half and 
$4 million less than profits for 
whole of 1954. Reynolds Metals 
which sold as low as 4% 
just before the 
as 232 this year 


Plow-Back. If 


market, along 
million sales) 


sales) 


in aluminum 


ove! 
only 
the 
commor! 
war, has sold as high 


Reynolds’ stockhold- 


ers” have any complaints in the midst 
of all this prosperity, it is that they 
have received precious little of these 
profits. The company customarily 
pays out only a token 15% of earnings 
in dividends. The rest has been re- 
lentlessly plowed back to build Rey- 
nolds’ property account from $147 
million to $438 million in the past five 
years alone. But, says Reynolds, “we 
feel there’s a lot more for our stock- 
holders to gain if we continue to set 
the pace in a growth industry and 
plow back our profits into the stock- 
holders’ equity than there is if we 
convert our gains into immediate cash 
dividends.” Based on its recent price, 
the yield on Reynolds stock is less 
than 1%. But growth-minded Wall 
Streeters have another way of look- 
ing at it: on stock purchased just a 
few ago the present dividend 
produces a higher rate of return than 
many reliable “yield” stocks whose 
value, however, has not gone up so 
fast 

The future, Reynolds feels, justi- 
fies continuing to spend every dollar 
it can get for expanding its aluminum 
capacity. Unlike and copper 
which largely depend upon the gen- 
eral level of industrial production, 
aluminum is steadily getting a highe 
percentage of the market. A car, for 
example, that contained only six 
pounds of aluminum ten years ago, 
today contains 30 pounds. “Even if 
industrial production levels off,” says 
a Reynolds spokesman, “aluminum 
output will continue to grow because 
we're getting a bigger share of the 
market; we're replacing other metals 
And that is where future 


years 


steel 


our lies.” 

*Principal one: U.S. Foil Co., which 
owns more than 50% of the stock. US. 
Foil in turn is firmly controlled by the 
Reynolds clan 


A REYNOLDS POT-LINE:; “There just isn’t enough aluminum” 
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G7% GAIN IN NET EARNINGS 
HIGHLIGHTS RECORD YEAR FOR SHERATON 


SALES UP 23% TO $89,375,592 .. . More than 5,000,000 
guests were served by Sheraton in the year ending 
April 1, 1955. Gross operating and other income (ex- 
cluding sales of properties and securities) amounted to 
$89,375,592, up 23% from $72,771,079 a year ago. 

Total earnings increased 42% to $14,408,346. Net 
earnings, after taxes, increased 67% to $8,874,454. 

On a per share basis, earnings this year amounted to 
$2.63 per share on 3,377,890 shares outstanding as 
against $1.63 per share on 3,259,430 shares outstanding 
last year. 


NINE HOTELS ADDED .. . During the fiscal year Sheraton 
acquired the following well-known hotels, adding the 
Sheraton name: Sheraton-Blackstone, Chicago; Shera- 
ton-Palace, San Francisco; Huntington-Sheraton, Pasa- 
dena; Sheraton-Ten Eyck, Albany; Sheraton-Kimball, 
Springfield, Mass.; Sheraton-Town House, Los Angeles; 
and Sheraton-Lincoln, Indianapolis. It acquired a lease 
on the Sheraton-Astor in New York with an option to 
buy and, in May, bought the Sheraton-Mayflower in 
Akron, Ohio. 


Another important development is the recent com- 


pletion of Sheraton Hall, Washington's largest banquet 
room in Washington's largest hotel. Advance bookings 
of $3,000,000 have already been obtained. 

Major modernization programs were completed in 
seven Sheraton Hotels . . . 800 luxury rooms were added 

.. and nearly $9,000,000 was spent on improvements 
throughout the system. Last year Sheraton also sold six 
smaller hotels at a substantial profit. 


NEW HOTELS PLANNED .. . Construction has begun on 
the new Philadelphia Sheraton Hotel, to be one of the 
finest in the country, opening in October, 1956... . For 
the Sheraton-Belvedere in Baltimore, a 200-room addi- 
tion — including a banquet room seating 1200 people — 
is planned. 

Sheraton will also build several hotels of a new type, 
providing many features of a motel, plus luxury accom- 
modatidns, extensive dining and banquet facilities, and 
ample parking space. Binghamton and Tarrytown, 
New York, and possibly Portland, Oregon, are sites thus 
far selected for these projects. 

For a copy of the annual report, write Sheraton Cor- 


poration of America, 470 Atlantic Ave., Boston, Mass. 





THE PROUDEST 


SHERATON HOTELS 





iM THE U.S.A. Im CANADA 
AKRON BOSTON CHICAGO oeTeorT NEW YORK PROVIDENCE SPRINGE MA MONTEEA neraton Mt foyel 
Seraton Mayflower Sheraton Plaza Sheraton Blactstone Snerator Cadmec Park Sheraton Neraton Biltmore ne r ’ Tr 
ALBANY BROOKLINE, MASS. Shereton Hotel INDIANAPOUS Sheraton-Astor ROCHESTER ' #ON King tdward 
Sheraton-Ten Eyck The Beaconsfield CINCINNATI a ncoln iheraton-funelt heraton Hotel , NIAGARA FA heraton Brock 
BALTIMORE BUFFALO Sheraton Grbson Oo IGEES PASADENA SAN FRANCISCO WA SHINN nN ab * . 
Sheraton Belvedere Sheroton Mote Sera awh Hovse Huntington. sherator heraton Polace ero 

PHILADELPHIA Shereton Motel under construction mereton-ren 

OTHER SHERATON PROPERTIES — Sheraton Whitehall Bidg., New York + Sheroton Bldg, Boston + Sheraton Bldg, Weshington © Rittenhouts Squore Bldg, F A eens 
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THE HONORED 
OCCASION 
When a friend receives a 
tribute of international renown, 
the gift should be of 


commemoration quality, 


ROYAL SALUTE 


A Scotch whisky of rare age, 
in a ceramic commemoration flagon 
created by Yop Bom, of England 


CHIVAS BROTHERS, LTD. Aberdeen, Beottand 
Betablished (601) Ny Appowntment Murveyors of Prewetons 


and Scotch Whieky to the late King George VI 


COTCH WHISKY « 86 PROOF + CHIVAS BROTHERS | ORT CORP... NEW 


How Barron’s Helps You 


Opening BUILD 
an account = "NVESTMENT 


healt adobe SUCCESS 


for the asking —explains 17 Weeks’ Trial... Only $5 


clearly and concisely how to 
open a brokerage account and If want to build investment succes et 
engage im securities transac Barro bring you the facts that will help 
you separate good investments from bad in- 
vestment © that ou will increase your 
clude such informative items investment ome and build your capital 
In Ba ons you are shown what, where 
as Buying Stocks Selling and wi the REAL VALUES are. behind cur 
Stocks How Stock is “Sold rent se t price What more, you are 
showt how thene investment values are 
Short Stop Orders — Divi changt eek by week, as the result of 
dends—Odd Lot Transactions current | and economic developments 


Thus Ba ' not only helps you pick good 
* The booklet also defines a investments ni yut also keeps you cur- 


number of stock market terms rent) ' u 8 that could lead 


to investment 7 i ies » investment 
pitfall 


tions. * Subject headings in 


We will mail your copy with- 
out obligation, Write for : It is writte 
Booklet FS-21 ‘ ee ‘Miliated with Dow 


at, apecializec 


plication 


U 


for only 


handle 
greats 
vesfimen! 
Members New York Stock Exchange 
Principal Security & Commodity Exchanges 
rtant Barron's can be 
ead. Tr t for 17 


“i and send it 
to b 


One Well Street + New York 5, N.Y. 





CHEMICALS 


GASMAN’S 





CAMBLE 


Liquid Carbonic appeared to 
be bucking diversification. 
Actually it was only moving 
backward to go _ forward. 


WHILE many another business ha 
been scrabbling hard for more diver 
sification, Chicago's $59.9-million (to 
tal assets) Liquid Carbonic Corp 
long has wished it had no outsid 
lines at all. As the world’s bigges' 
maker of dry ice and carbon dioxide 
with heavy sales to the soft drink in 
dustry (CO, puts the “pop” in sod: 
pop), Liquid Carbonic seemed t 
have found logical diversification by 
manulacturing soda fountains. bot 
tling machinery, washers, carbonator: 
and similar items The embarrass 
ing drawback to these sidelines: they 
proved steadily less profitable 

Last month Liquid Carbonic s 
young, well-groomed President Wil 
liam A. Brown, Jr., finally unloaded 
the last of his durable goods opera 
tions. For “several million dollars,’ 
he sold his entire line of bottling 
machinery to three makers of bot 
tling equipment (the most promi 
nent: Crown Cork and Seal). “This 
sale,” said Brown, with relief, “may 
not double our earnings, but it ce! 
tainly will add to them.” 

Satisfaction & Sales. The sale brough' 
a distinct feeling of uneasines: 
to many a businessman striving fo: 
more diversification at any cost 
In a time when almost everybody 
wanted new lines and new markets 
Liquid Carbonic appeared to be ac 
tually narrowing its range. Its profits 
in future, would have to come from a 
40° share of the carbon dioxide and 
dry ice market and from a secondary 
line of oxygen, acetylene and medica! 
gasses. Brown, however, knew wha! 
he was doing. “Gas,” says he, “bring 
you a higher return on capital thar 
durable goods.” 

Brown, a veteran of the gas busi 
ness, should know. After graduating 
from MIT, he went to work for the 
competing Air Reduction Co. in 1931 
rather than for Liquid Carbonic, then 
headed by his father. “I wanted to 
prove to myself,” he recalls, “that | 
could make a living outside Liquid 
Carbonic.” In 1935, his point proven 
Brown joined Liquid Carbonic’s gas 
” *Traded NYSE and Midwest SE. Price 
range (1955): high, 3844; low, 25%. Dividend 


(1964 $1.40. Indicated 1955 payout: $1.40 
Ticker symbol: LQT 
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division. By 1947, Liquid had started 
selling its sidelines. 

Rising Gas. But while Liquid was 
divesting itself of outside lines, it was 
also diversifying its customer lists in 
its basic gas business. Just 25 years 
ago, its sales were entirely to the 
soft drink industry. But Brown's 
laboratory in recent years has been 
able to find no less than 50 to 60 new 
uses (ranging from water purifica- 
tion to hog slaughter) for CO, and 
dry ice. Soft drinks, as a result, now 
account for only 20% of sales. “The 
way we're finding new uses for our 
gasses,’ says Brown confidently, “we 
know that within five years we'll 
have to build more plants.” 

One new plant already is being 
added to Liquid’s network of 26 gas 
and dry ice plants in the U.S., and 
others in Europe and South America 


LIQUID CARBONIC 





= * 
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Block bers show average of 100 largest U.S. mig. cor- 
porations. Shaded bors show (left) 5-year overage return 





on stockholders’ equity, (right) S-yeor increase in equity 





Latest 12-Montu Resutts: return on 
equity, 7.8%; equity growth, 3.7% 


(gas plants must be scattered to keep 
shipping costs low). On the West 
Coast, Brown is opening a new $1.5- 
million plant at Oaklend, Cal., this 
month. Almost entirely automatic, 
the site requires only one engineer, 
yet turns out 60 tons a day of carbon 
dioxide and dry ice. 

Temperature Trend. Some diversifi- 
cation-conscious Wall Streeters won- 
dered last month whether Brown was 
wise to put all his chips on one type 
of product. Their arguing point 
both carbon dioxide and dry ice tend 
to move up and down with the tem- 
perature, thus could leave Liquid 
high and dry during a cool summer 
Brown, however, feels that he has 
already demonstrated diversified uses 
and customers have made his profits 
weather-proof. “This year,” he ar- 
gues, “our earnings will be some- 
where over $3 a share. This increase 
came from better oxygen business, 
not from hot weather.” 
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ESSENTIAL TO INDUSTRY 


The nature of an industrial project determines its require- 
ments but “movement” is always a big factor 

There’s the movement of materials and equipment necessary 
for plant operation .. . the movement of unfinished products 
and of finished goods to markets .. . even the movement of 
executives on business and vacation trips 

So, in many ways, movement translated in terms of rail trans- 
portation, is very important when selecting an industrial site 
That’s one reason why so many concerns have established 
plants in the “Union Pacific West” where the finest of rail 
service is conveniently available. 

For complete and confidential information about available 
sites, see your nearest U.P. representative or contact 

Mr. W. H. Hulsizer, General Manager of Properties, Dept. 374, 
Union Pacific Railroad, Omaha 2, Nebraska 





Map at left shows 








states served by 
Union Pacific Railroad 
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SAFEWAY’S SWITCH 


A brokerage house sounds like an unlikely train- 
ing ground for supermarket executives. But 
that’s just where giant Safeway Stores picked its 
retiring president and his upcoming successor. 


Ow a Florida-bound train one day 25 
years ago Manhattan broker Charles 
E. Merrill struck up a conversation 
with a bright young owner of a Jack- 
sonville woodworking company. Im- 
pressed with his chance acquaintance, 
Merrill promptly invited Lingan Allen 
Warren to join what is now the big 
brokerage firm of Merrill Lynch, 
Pierce, & Beane as a new 
business executive. Three years later 
Warren found himself president of 
Safeway Stores,” a retail food chain 
Charlie Merrill had helped found eight 
years earlier and which has been one 
of his favorite investments ever since 
Campaign's End. Apparently Merrill 
chose his top man well. By a 
combination of canny merchandising 
and Warren built 
from a moderate-size com- 
pany with an annual volume under 
$300 million into a $407-million (as- 
sets), 1,868-store chain second only 
to A&P in size, Last year its cash 
registers rang up a record $1.8-billion 
sales; this year it will probably take 
in $100 million more. There was only 
one hitch. Warren left behind him a 
trail of battered competitors, angry 
food suppliers and a few scattered in- 
dictments charging him with unfair 
etailing practices. Over the years he 
has also made one thing compellingly 
clear: at Safeway, Lingan Warren is 
the boss 
month, after 21 
job, Boss Warren, 66, battle-weary 
and ailing, asked to be relieved “from 
the arduous duties of president.” To 
replace him, Safeway’s directors 
recommended that Robert 
Magowan, Warren's 
assistant, be made chairman 
and that Milton Selby, now vice presi- 
dent and treasurer, be elevated to the 
presidency, If stockholderst approve 
at an October meeting, Magowan, now 
a general partner at Merrill Lynch's 
and old Charlie Merrill's only son-in- 
law, will find his earlier years of de- 
partment store training (at Macy's) 
extremely useful, The food merchan- 


Fenner 


sheer cussedness, 


Safeway 


Last years on the 


promptly 


Anderson one- 


*Traded NYSE. Price range 1955 high 
40',: low, 42'y. Dividend 1954): $2.40. Indi 
cated 1955 payout Oc quarter! Ticker sym- 
bo SA 


Magowan, 
own 


Merrill and their families 
more than 209,000 of Safeway's 
1,489,184 outstanding common shares 


SAFEW AY’S WARREN: 


the work was arduous 


dising game is furiously competitive 
and often mercilessly so 

Cut-Throat. In Safeway’s case and 
in Warren's time, it has been particu- 
larly cut Oklahoma where 
Safeway's competitors have long used 
trading 


throat in 


green lure cus- 
Warren has 
contended that the issuance of 
stamps is actually a 2.8°), reduction in 


prices in an industry which operates 


FORBES YARDSTICKS 


SAFEWAY STORES 


Stamps to 


tomers into their 


stores 
loudly 
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return on 
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on a net profit of less than 1.5¢,. When 
Warren failed to get the practice con- 
demned as a violation of anti-loss- 
leader laws, he retaliated by issuing 
Safeway'’s own “cash saver coupons” 
(worth 1% cents on each 50-cent 
purchase) with double stamps on 
Wednesdays. In so doing, he had to 
sacrifice Safeway’s profits. They fell 
almost 4°, last year to $14 million, 
despite a 3.5°, rise in sales; by June 
18 of this year they had fallen an- 
other 16°, 

But the Oklahoma hassle is a pie- 
throwing contest compared with the 
situation in Texas and New Mexico 
There, a Federal Grand Jury has 
slapped a monopoly indictment on 
Safeway for selling goods below cost 
and at lower prices than elsewhere 
Retorted Warren angrily: “Safeway 
has in no way violated antitrust laws 

unless meeting competition in good 
faith has become a crime.” 

Battling Costs. Aside from the cou- 
pon hassle and its legal consequences 
Safeway is in excellent competitive 
shape. Under Warren's careful prun- 
ing, the number of Safeway outlets 
has dropped from 4,000 to less than 
half that many. Big supermarkets at 
carefully selected locations have re- 
placed many small hole-in-the-wall 
operations. On the eve of his retire- 
ment, Warren is completing a $200- 
million storebuilding program. Most 
of the stores are being sold, then 
leased back. To Warren, this makes 
good sense. While Safeway will have 
to shell out some $19 million a year in 
rental fees, it avoids tying up many 
times that amount in 

Perhaps the neatest trimming on 
Safeway’s 24-state network: the huge 
warehouses Warren has built at key 
rail centers. Here goods are un- 
loaded and carted off to Safeway stores 
in Safeway trucks, thus cutting freight 
costs. In fact, Warren once refused to 
sell Coca-Cola because that company 
stood firm on its nationwide policy ol 
making its own deliveries to retail 
outlets. This was a typical example 
of Warren's not always tactful reply 
to anyone who 
Safeway’s affairs 


real estate 


meddle in 
Recently he was up 
to his ears in a battle to keep food 
processors flooding his 
with give-away food 
ren preferred to 


tries to 


from stores 
War 

them for 
cash, claimed he would otherwise pay 
for someone 


coupons 
redeem 
else's promotion costs 
Lingan Warren 
stepped aside for a younger man last 
month, the food 
whether soft-spoken 


As free-swinging 
industry wondered 
Bob Magowan 
would alter his predecessor's imperi- 
ous policies. “I haven't the slightest 
“Tl just have 
But I do know 
a thing or two about competition my- 
self. I used to work at Macy’s.” 


idea,’ said Magowan 


to look around and see 
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UTILITIES 


ASIAN 
ATOMS 


General Public Utilities, john- | 





ny-come-lately in atomic pow-— 


er news, hopes to be the first 
utility to use the atom and 
still cut production § costs. 


In all the announcements of atomic 
activity that have come from utility 
companies and groups, the cry has al- 
ways been the same: this is pure ex- 
periment; we are building the plant 
merely to learn how to run one, and 
it may be years before we come up 
with one that would be cheaper to 
run than those we have now 
General Public Utilities’* President 
Albert Frederick Tegen says he has 
no time for such leisurely approaches 
to atomic development. By 1959 
Manila Electric, GPU’s Philippine 
subsidiary, is going to need extra 
generating capacity. Right now only 
51,000 kilowatts of Manilla’s 195,000 
kilowatt capacity are hydro generated. 
The rest is generated by fossil fuel, a 
mighty expensive commodity in the 


Philippines—54 cents per million | 


BTU’s compared with only 17 cents 
in Western Pennsylvania. 


Cheap at the Price. So Al Tegen 
figured that now was the time to | 


move, fast. Though authoritative esti- 
mates put the cost of atomic fueled 
power at anywhere from one and a 
quarter times to twice that of con- 


ventional steam power in the US., | 


such a cost would still compare fav- 
orably with what GPU must pay in 
the Philippines for coal and oil. 

“It won't be a big plant, just 40,000 
to 60,000 kilowatts,” says Tegen. “But 
when the time comes to replace our 
older plants, we'll have the experi- 
ence 

Tegen estimates he can erect his 
atomic plant for about $15 million, a 
small sum compared to the $51 mil- 


lion GPU will have poured out for | 


construction this year on its main 
New Jersey and Pennsylvania sub- 
sidiaries. 


Tegen has sound business reasons 


for getting into atomic-generated 
power. But he thinks it has an ideal- 
istic flavor, too. “I think,” says he, 
“we can claim to be a good example 
of American capital going to work in 
a foreign country. Ours won't be the 
first atomic plant in the world, but we 
are pretty sure it will be the first in 
the Orient.” 


*Traded NYSE. Price range (1955): high, 


33% low, 33. Dividend (1954) : $1.70. Indicated | 


payout: $1.70. Ticker symbol: GUY 
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Geared to P.T.0.-Bale 


UP TO 12 TONS 
AN HOUR 


Chawcha Ty BORG-WARNER cxcginecung 


That's a lot of hay, no matter how you bale it. Yet New Holland's 
new “Super 77” power take-off baler for 3-plow tractors is as easy 
to operate as any engine powered baler. 


Ordinarily, high-speed baling involves punishing shock loads 
throughout the take-off system. But with the special gear-box and 
over-running clutch designed by Borg-Warner’s Warner Automotive 
Parts Division, the “Super 77” P.T.O. clicks off the bales smoothly, 
effortlessly. The farmer has complete control of the entire baling 
operation. And he can safely shift tractor gears at will to synchronize 
ground speed with baling speed for continuous high capacity 


Rugged, efficient Warner Automotive gear-box assemblies, in- 
dividually designed, fit a wide variety of argricultural needs—in com- 
bines, corn pickers, rotary cutters, post hole diggers, spreaders 


Behind these--and all Borg-Warner products—you'll always find 
B-W engineering at your service in typical “design it better—make 
it better” tradition. 


B=-W ccwncnme maxes 7 wore BW rroouction maxes 1 avanasus 


Almost every American benefits every day 


ities, BORG-WARNER 


ENGINEERING 


THESE UNITS FORM BORG-WARNER, Executive Offices, 310 5. Mich Ave Ch ° 
OIVISIONS: ATKINS SAW « BORG & BECK + CALUMET STEEL « DETROIT GEAR « FRANKLIN 
STEEL « HYDRALINE PRODUCTS «+ INGERSOLL CONDITIONED AIR + INGERSOLL KALAMAZOO 
INGERSOLL PRODUCTS « INGERSOLL STEEL « LONG MANUFACTURING « MARBON CHEMICAL 
MARVEL-SCHEBLER PRODUCTS « MECHANICS UNIVERSAL JOINT « NORGE « PESCO PRODUCTS 
ROCKFORD CLUTCH + SPRING DIVISION « WARNER AUTOMOTIVE PARTS « WARNER GEAR 
WOOSTER DIVISION + SUBSIDIARIES: BORG. WARNER ACCEPTANCE CORP. « BORG- WARNER 
INTERNATIONAL + BORG-WARNER, LTD. « BORG- WARNER SERVICE PARTS « LONG MFG, LTD 
MORSE CHAIN « MORSE CHAIN OF CANADA, LTD. « REFLECTAL CORP. « WARNER GEAR, LTO 
WAUSAU MFG. CO. « WESTON HYDRAULICS, LTO 





AIRLINES 


DOGFIGHT 


When National Airlines’ brawling boss misses a hay- 
maker, no one laughs. In his epic battle with Eastern’s 
Rickenbacker, “Ted” Baker usually swings from the floor. 


Like a couple of fortune-hunters ro- 
mancing the same well-situated wid- 
ow, Eastern Air Lines’ tough-hided 
Eddie Rickenbacker and National 
Airlines’* rough-and-tumble George 
T. (“Ted”) Baker have precious little 
love for each other. Ever since Baker 
piloted what began as an essentially 
bush-league potent 
challenger to big-league Eastern for 
the custom of the coveted New York- 
Miami travel trade, mutual vitupera- 


airline into a 


tion has burgeoned up as fast as the 
airlines’ income. Even when the Civil 
Aeronautics Board opened hearings 
this year to decide which, 
if any, of eight other airlines should 
be allowed 


early 


to compete for some of 
Eastern’s and National's lucrative 
North-South _ traffic Rickenbacker 
and Baker found no common ground 
They 


each 


seemed far too busy watching 
othe: y have been ever 
since they locked horns almost four 
years ago over who would get control 
of Branch T,. Dykes 
Colonial Airlines 
Deadlock. Baker had almost clinched 
a National-Colonial merger when 
Rickenbacker stepped in with an ir- 
resistible proposal to buy Colonial’s 
assets, not the least of which was its 
tidy little route New York 
Montreal, No man to stand idly 


as they 


money -losing 


between 
and 


*Traded NYSE. Price range 
27%: low, 2044. Dividend (1954) 
ly. Indicated 1955 payout: G0c 
bol NAL 


(1955): high 
iSe quarter- 
icker sym 




















Latest 12-Monta Resu ts: 
equity, 24.3%; 


return on 
equity growth, 31.4%. 
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a clean 
Baker 
stop the 


rival made 
Eastern Seaboard 


and 


by while an arch 


swee| of the 
fought tooth 


‘ law to 


merge! President Eisenhower op- 
deal on grounds that East- 
controlled Colonial 
while merger discussions were under 
way Baker chalked up a 
victory. Eastern, however, 
promptly disposed of its Colonial stock 


and hustled back to the CAB 


this year with an identical proposal 


posed thre 
ern had illegally 
and mo- 
mentous 


right 


Baker's one hope of stopping Eastern 
this time was to shout loud and long 
that National 
allowed to 


not Eastern, should be 
Colonial. Shout 
he did, and the CAB’s examiners are 
still trying to reach a decision 
Blockbuster. Last month, free-swing- 
ing Ted Baker shifted his stance and 
swung a 
While the 


with 


operate 


roundhouse 
CAB 's 


arguments 


counterpunch 
chambers echoed 
and counterargu- 
ments concerning which airline should 
get the nod as third competitor for 
the New York-Florida traffic, Baker 
stormed into the hearings to say that 
National was offer deben 
tures in exchange for the assets of 
New England’s rock-ribbed Northeast 
Airlines no 
Colonial but 


ready to 


money-loser than 


less a 
possessor of the 
New York-to-Montreal route. In fact 
said Bake Floyd Od'tum’'s Atlas 
owner of 55° of Northeast’s 
capital stock, was perfectly willing to 
go along with the 


same 


Corp 


deal 
For many airline men, Baker's an- 
like an almost- 
Rickenbacker would 
Baker 


and the 


nouncement seemed 
too-easy solution 


take 


gobble up 


Colonial 
Northeast, 
could again swing away at 


simply ove! 
would 
two rival 
each other on even ground 

The disappearance of Colonial and 
Northeast as white 
phants also made good sense to the 
CAB, which has been trying for years 
to find suitable 
carriers. At the 


corporate ele- 


mates for the two 
moment, Colonial is 
some $500,000 annually in 
t subsidy payments. North- 
subsidy bill is up around $2 
million a year; the has yet to 


draining off 
Governme: 
east 8 
line 
alone 

False Alarm. Like all apparently easy 
solutions, however, Baker's bombshell 


unexpected 


show a profit from operations 


produced repercussions 
Eastern, anxious to get Baker out of 
its hair for a promptly agreed 
that his plan offered a “logical solution 
for Northeast’s problems.” Northeast, 


time, 


NATIONAL’S BAKER: 


in confusion, a motive 


on the other hand, was decidedly cool 
Only last spring Northeast’s boss 
George Gardner had placed a $14- 
million order for 10 DC-7s in hopes 
that the CAB would e'low Northeast 
to share the New York-Florida run 
with Eastern and National. Northeast 
Vice President Robert L. Turner: 
passed off Baker’s proposal as “a 
mere gesture . 
CAB 

promptly 
testimony 


Thomas Wrenn 
agreed, ordered Baker's 
stricken from the records 

Confusion. As if these on-again, off- 
again merger talks were not baffling 
enough, National last month com- 
pounded the confusion. It declared it- 
self “violently opposed” to an East- 
ern-Colonial merger, 


examiner 


and said bluntly 
that it planned to woo Colonial itself 
“after we get Eastern out of the way.” 

Baker's hardly mys- 
terious. Like the ringwise fighter he 
is simply throwing punches in 


strategy is 


is, he 
flurries, hoping that at least one would 
land. Two months ago, for instance, 
Rickenbacker calmly announced that 
he was about ready to spehd a thump- 
ing $250 million for new flight equip- 
ment and ground facilities, part of the 
money going to pay for “a minimum 
order” of 100 turboprop airliners. Last 
month Baker countered with a $95 
million expansion program of his own 
National, said Baker, will not only buy 
turboprops but had already ordered 
six swift DC-8 jet transports costing 
some $6 million apiece 

So the battle continued. Yet regard- 
less of what new tactics Baker and 
Rickenbacker devise for their private 
war, one thing was compellingly clear: 
whichever airline gets the nod to com- 
pete with them will have to put up a 
heavy wad of cash for new planes. 
“It's a lot like being thrown to the 
lions,” observed one Wall Streeter. 
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LABOR RELATIONS 





Lucius Clay & the GAW 


For one fleeting day a fortnight 
ago, it looked as though labor’s 
march down the Boulevard of the 
Guaranteed Annual Wage had run 
into a roadblock. That was when 
General Electric announced it had 
signed a contract with the IUE 
(CIO) without a GAW provision. 
From that morsel of news many 
employers took heart, for the union 
had gone into the bargaining ring 
with the bravado of a guy who 
can't lose. 

It seemed, however, that the 
union had paper muscles and 
wasn't strong enough to lift even 
a picket sign. But alas and alack, 
that feeling of relief didn’t last 
long. For the very next day, Con- 
tinental Can and American Can 
Company put their pens to the 
whoppingest annual wage plan that 
has so far graced a bargaining 
table: a 52-week guarantee, in con- 
trast to the auto agreement which 
limited management’s liabilities to 
26 weeks. 

The can companies’ contract came 
as a real shocker to many men of 
management—particularly Conti- 
nental’s role in helping to establish 
a plateau in a new concept of com- 
pensation for employees. Chairman 
of the Board of Continental Can is 
Lucius Clay, confidant of Eisen- 
hower, a Republican to his toes, a 
military man with a background 
that would normally eschew liberal 
innovations. 

But to Lucius Clay, businessman, 
the annual wage is no more radical 
than pensions and unemployment 
insurance. However, this minority 
view doesn’t begin to tell the story 
of why the steelworkers’ union had 
to put little pressure on Continen- 
tal to agree to the new pay package 

When Clay came to Continental 
and shed his military garb for a 
Brooks Brothers suit, his first move 
was to launch a gigantic program 
for capital improvements. In five 
years the company spent some 
$133 million for new equipment 
Many of the new manufacturing 
processes were the last word in 
automation. Clay knew that the 
success or failure of such change- 
overs in productive processes de- 
pended not on robots or smooth 
functioning of the electric eye, but 
upon workers 

Employees don’t like change, and 
many a management has had to 
slow down its modernization pro- 


gram because of 

employee fears 

and resistance 

to mechaniza- 

tion Also, 

changes in pro- 

duction metho- 

dology require oe 
considerable i enetan, See 
shifting of 

crews, transfers, retraining of per- 
sonnel and, in some cases, elimina- 
tion of jobs. All of these are buga- 
boos to employees, and unions are 
quick to 
ieties. 


capitalize on these anx- 


Clay was keenly aware of these 
problems and, in ‘51, he set up a 
system of monthly labor-manage- 
ment meetings. In each plant top 
brass met with top labor to discuss 
and analyze what the company was 
doing, what the changes meant in 
terms of employment, productivity 
and profits. Clay himself made 
constant circuits of the plant areas 
and sat in on many of these con- 
fabs. The union went along with 
the changes and, in most areas, 
worked worker 
objections to the ensuing changes 
Productivity went up 
down 


hard to cushion 


Costs went 
And Clay and his associates 
attribute a lot of the company’s 
progress to that intangible thing 
called improved labor relations 
So when negotiations for a new 
contract began a few months ago, 
Continental decided 
that if the union was hep on the 
GAW and the costs were in line, 
why not “pay off” for labor co- 
operation in the company’s pro- 
duction 


management 


improvement program? 


And that’s just what happened 
Costwise, the GAW at Continen- 
tal will amount to peanuts. Layoffs 
are practically nil in the industry 
The company has no model changes 
to worry about, no direct consumer 
whims to put a crimp in the mar- 
ket. It is well on its way to wide 
product diversification; 
morale is high 


worker 
union cooperation 
assured; labor costs down to 2344% 

The granting of the GAW to the 
work force is also an indication of 
Clay’s faith in the continuing ex- 
pansion of the American economy 

“We don’t think we're going to 
lay out a nickel in payments to 
laid-off workers under the GAW 
plan,” “Not the 
way we expect business to keep 
going.” 


says a Clay aide 
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AREA RESQURCES BOOK 
exploins why oree we serve offers 
tremendous opportunity te industry 
Write for free copy 
P.O. Bex 899. Dept. W, Solt Lake City 10, Utah 


UTAH POWER 


& LIGHT CO. 


WHAT SECRET POWER 
DID THIS MAN POSSESS? 


Benjamin Franklin 


(A Rosicrucian) 


WHY was this man great? How does 
anyone achieve great- 
ness? Is it not by mastery of the powers 
within ourselves? 


man or woman- 


Know the mysterious world within you! 
Attune yourself to the wisdom of the 
ages! Grasp the inner power of your mind! 
Learn the secrets of a full and peaceful life! 


Benjamin Franklin—like many 
other learned and great men 


THIS BOOK 
FREE! 


and women—was a Rosicru 
cian. The Rosicrucians (NOT 
@ religious Organization) first 
came to America in 1694. To- 
day headquarters of the Rosi 
crucians send over seven mil 
lion pieces of mail annually to 
all parts of the world, Write 
for YOUR FREE COPY of 
“The Mastery of Life TODAY. No obliga- 
tion. No salesmen, A non-profit organization, 


Address: Scribe O.W.J. 


Tk ROSICRUCIANS 
SAN JOSE + (AMORC) «+ CALIFORNIA 
SEND THIS COUPON 

Scribe O.W.J 

The ROSICRUCIANS (AMORC) 

San Jose, California 

Please send me the free book, The Mastery of Life, 


which explains how I may learn to use my facul 
hes and powers of mind 


Name 
Addres 
City 


Zone 


ee 
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gthening “ 
‘eal gains prosper” 


Your One 


“Problem Stock - 


E. F , 
‘ Hurroy & Comp 
Please send oH 


Me latecs ; 
and y . Mitest infor. 
for Fe: "Pinion of the rmation 
“ns 18 One listed stock PrOSpects 
tally intere Which es. 


Sts me now: 


Which 


coupon 
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If you are willing to risk a few minutes of your 
time and a 3¢ stamp, this Special Offer to 
Forbes Readers may provide a fresh point of 
view which could improve your entire 


investment situation 


BUY?... HOLD? 
SWITCH?... SELL? 


AND WHY? 


Our specific ideas will be based on the 
latest information gathered by our Research 
Department through our coast-to-coast 
organization. There is no charge or obligation 


for this “get-acquainted” offer. 


E. F. HUTTON & COMPANY 


Members New York Stock Exchange 


Ce” 61 Broadway + New York 6, N. Y. 


Los Angeles + Chicago + Son Francisco + Dallas + Kansas City 
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1949 1951 1952 41F @M AMIS AS OK D 


THE FORBES INDEX 


Solid line is computed monthly, gives equal weight to five factors 
1. How much ore we producing? (FRB production index) 
2. How many people ore working? (BLS non-agricultural em- 
ployment) 
3. How intensively are we working? (BLS average weekly hours 
in manufacture) 
4. Are people spending or saving? (FRB department store sales) 
5. How much money is circulating? (FRB bank debits, 141 key 
centers) 
Factors 4 and 5 are adjusted for valve of the dollar (1947-49 = 
100), factors 1, 4 and 5 fer seasonal variation 
Dotted line is an 8-day estimate based on tentative figures for five 
components, all of which are subject to later revision * 











‘Final figures for the five components (1947-49100) 


July (54) Aug. Sept. Oct. Nov. Dec. Jjan.('55) Feb. Mar April May june July 
Production ice ile” ee 124.0 124.0 126.0 130.0 131.0 133.0 135.0 136.0 138.0 139.0 140.0 
Employment fof 109.4 109.8 110.9 111.2 113.3 109.4 110.9 111.6 111.8 112.6 112.8 113.5 
Hours Secctde “Ee 99.5 99.5 100.0 101.8 100.8 101.3 102.0 100.8 102.0 102.0 101.0 
Sales a 107.7 108.0 103.5 108.0 111.9 114.2 108.4 109.3 115.3 113.3 112.3 119.2 
Bank Debits ‘ 150.0 148.3 144.2 135.8 150.0 149.4 150.0 150.0 150.0 150.0 150.0 150.0 





THE MA RKET OUTL OOK probably has forgotten that just ten 


yea ago vyhen the Japanese sur- 
by SIDNEY B. LURIE rendered, there was great concern 


over reconversion problems-—the pos 


The New Obvious sibility that post World War I history 





would repeat itself. This was the pop 
In life, in business, and the stock automobile and 


market too, there are certain basic building, were on 
requisites for success. Faith, courage the threshold of a 
and luck—are the obvious keys that new upturn. To- 
come to mind. But perspective—an day, the shoe is years ago v vere on the threshold 
understanding of the environment in on the other foot of 
which one is operating—also is vitally witness the fact way of life—that the ending of World 
important. This is particularly true to- that the O.D.M. no War I 
day—for there is a “new” obvious to longer is issuing certificates of neces- leading to a more buoyant, more 
which the security buyer must give sity permitting corporations rapidly to stable economy 
consideration. The “old” obvious is amortize a portion of new plant in- The “new” obvious today rest with 
not necessarily the proper yardstick vestment. Capital 
for action 


ular cause for concern of that day 
for few realized that powerful new 
stimulating forces were at work, Of 


course, everyone now knows that ten 
a virtual revolution in America’s 


unleashed powerful forces 


spending under four broad considerations that can 
certificates of necessity represented not be underestimated 

Illustrative of this thought, the about 16°; of industry's total capital 1. Our a managed economy—and 
chapter now being written in the expenditures last 
book of stock market action contrasts 20°; in 1953 
sharply with that being recorded just But 
a year ago. Then, the fires of the 
business boom were being fanned by a_ simple art where the balance always and the credit 
reduction in reserve requirements falls neatly 
the Administration was on record as 


year and close to the money manags are displaying 
considerable F i y as well “ 
as has been noted previously agili There is a vast difference 
in this column, speculation is not a Wee! ie restraints and restri« 
tightening 
into place And history thé ; ‘ irred to date dose not 
is replete with instances whe 
interested in stimulating the economy obvious 
the wheel horses of 1955 prosperity 


deflation. The problem 
excuse for inaction was mis- is diflere i it was in 1953 


le ading Short memoried Wal! Street ‘ 4 i! I ougnt, the 


pros 
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WHY WE RECOMMEND 


OLD HICKORY COPPER CO. 


Traded Over-The-Counter Market 
Around $1 Per Share 
Recently acquired on very favorable terms, 100% interest in 


Caborca Mine, a producing property of great promise at Caborca, 
Sonora, Mexico. Ore grade content runs very high 





Ore reserves estimated to keep 10040n «a day mill busy for many 
years. 


The vein is of indicated bonanza proportions 
cated surface length about 4,000 feet 
5.000 feet 


width 32 feet. Indi- 
Predicted depth: 2,000 to 


A 10040n a day mill scheduled to be ready for operation by March, 
1956. 


Meanwhile, Company enjoys cash inflow from shipment of upgraded 
ore to emelters of International Smelting & Refining Co. of Miami, 
Arizona, and Green Cananea Copper Co 


Advantageous low-cost Mexican 
of comparable U.S. labor. 


labor 


averages about 1/10 


coat 
Increasing demand for copper at rising prices should mean profit 


able future for Old Hickory, with only 1,250,000 shares (10 cemt 
par) Common Stock outstanding, and Strong Cash Position. 


Send coupon for FREE Report 


GENERAL INVESTING CORP. 


80 Wall Street, New York 6, WH. Y, 


Please send me new 


Tel. BOwling Green 9-1600 


report on Old Hickory Copper Company 


Name 


(Please print ful 


name € 


Addie: 


City 


Btate 
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HOW TO AMASS MONEY 
TO RETIRE IN 10 YEARS 


Had you started investing 20 years ago for retirement and put $500 in Zenith, 
you would have $68,000 today . . . $500 in Cities Service would be worth $41,000 
and $500 in N.Y. Central $15,000, 


10 Growth Stocks for Riches 


To help you become independent in just 10 short years, we made an eight-month 
study; set up a unique retirement program. 10 outstanding companies with daz 
zling futures like Zenith, Cities Service and N. Y. Central 20 years ago were 
selected. Our new “dollar averaging” method of acquiring these stocks, little by 
little, has a principle successfully used by big banks, colleges, insurance companies, 
pension funds. Our special study explaining this retirement plan should change 
your whole future 

“Planning Your Retirement Now” is yours TREE with 4 weeks’ trial subscription 
to the complete DUV AL'S INVESTMENT CONSENSUS service including DuV al’s 
Growth Stocks, Little Blue Chips, Low-Priced Speculations and all Special Reports 


for only $3, 
SEND NO MONEY NOW 
DUVAL’S CONSENSUS, Inc. 
Dept. L-141, 41-43 Crescent St., Long Isiand City 1, N. Y. 
Send me “Planning Your Retirement Now’ FREE with $4 (Air Mail $4 


subscription to the complete DUVAL'S INVESTMENT CONSENSUS 
date. (New subscribers only.) 


5S) four weeks 
Bill om 


service at later 


(Please print 





pect that the business upturn will 
slow up does not necessarily mean 
that a downward spiral will auto- 
matically follow. Further, it is ab- 
surd to base market policies solely 
on the hope of an uninterrupted 
upswing in business activity. This 
would be contrary to the play of 
forces always evident in a dynamic 
capitalistic economy—the fact that 
business trends mirror human na- 
ture, and our frailties always lead 
to temporary maladjustments 
The new chapter which has opened 
in the book of market action is one 
featuring a more placid interna- 
tional political environment—and 
growing prosperity throughout the 
free world. In turn, this spells an 
enormous demand for America’s 
goods—if we have the ability to 
capitalize on our position as the 
strongest nation in the world. Just 
as the 1930's were an era of de- 
pression, of fear—so the 1950's 
could well be an era of unparal- 
leled trade expansion. 
The constant pulse taking of the 
stock market’s health—everyone’s 
awareness of the excesses of the 
past—has led to a singularly re- 
strained market. For the first time 
in history, we are enjoying a busi- 
ness boom without absurd or ex- 
treme speculation in values. This 
because a nation of economic hy- 
pochondriacs has led to a process 
of self correction within the aver- 
age price level. Emotionally and 
statistically, the stock market to- 
day is stronger than it has been 
at almost any time this year. 

In a word, a proper understanding 
of today’s environment suggests that 
while the speculative game may be 
the same the rules are different. It 
suggests, too, that although one should 
take a positive view of the broader out- 
look, this does not necessarily point 
to an immediate all embracing, gen- 
eral upswing. The spark which would 
lead to a major average-wise upturn 
probably is waiting on positive evi- 
dence that the efforts the 
will extend prosperity—-not 
cancel it out. But an outlook which is 
neither deep black nor sparkly white 
is far from a rarity nor cause for spe- 
cial concern. Speculation is still a 
which means that selec- 
will be accentuated until time 
removes many of today’s unknowns 

Which stocks can qualify for a pri- 
vate bull market? Note the following 

The recent American Viscose in- 
crease in cellophane prices points up 
the prospect that 1955 earnings will 
be in the area of $5.50 per share as 
compared with only $2.31 per share 
last year. Demand is excellent in the 

(CONTINUED ON PAGE 52) 


to curb 


boom 


very live art 
tivity 
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NOW —SWITCH STOCKS TOO HIGH 
INTO GROWERS NOW TOO LOW 


The experience of half a century has 
proved that knowing what to buy and 
when to buy and sell is the secret of 
quick fortune-building. It is far better 
to know the time to sell to the false 
and the time to buy from the 

pessimists than it is to be 
familiar with market theories. 

Thirty years of conspicuous success for 
clients has built us pre-eminent recogni 
tion for our fortune-building growth dis 
That is why thousands of 
investors are reading our weekly “Stock 
Market Appraisements” we formerly syn- 
dicated nationally on financial pages un- 
der the heading, “ROYSTONE SAYS.” 

Our found out 
that discovering and recommending funda 
mental growth values is the basic factor 
in fortune-building No wonder 
Wall Street is so anxious to keep in con 
tact with 

This our 
reliable special 
growth values forced us to publish our 
comments in inexpensive weekly analyti 
cal guidance bulletins. 

To buy and hold low-price long-term 
growth situations before the public recog 
nizes their potential values largely elimi 
nates the hazards of speculation. Now 
thanks to the discovery made while evalu 
ating fundamental psychological 


optimists 
misguided 


coveries, 


newspaper followers 


service, 


recommendations 
demand from 
guidance in 
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found in the Roystone Heavy Industry 
formula, we follow the fundamentals that make for profits 
rently we anticipate a long bull market in natural commodity 
growth stocks. We are exploring the field to uncover the 
that show the “wreatest fortune building potentials 

Without such preparation for fortune-building, the average in 
vestor never has a profit chance. Instead of building up a fortune 
in a few years, he sees his funds shrink. Unfortunately, investors 
and traders are equally victims of popular sentiment 
when they should sell and sell when they should buy 
clients against these errors, we developed our 27 
Traders, 

We build on growth, not petty profits. One may not go broke 
taking quick profits but certainly one never gets rich. We 
growth values in their infancy. Holding low price, long-term 
growth situations that are independent of adverse conditions 
makes all the difference between failure and fortune-building 

Naturally, knowing the long trend turning points is essential 
to the investor. Knowing a “bull market” from a “bear market” 
ix one guarantee of security. At the end of the Korean War this 
was almost the only service to see a long rising market ahead 
Waiting and watching for such profit opportunities built 
most of the large fortunes made in Wall Street. It would require 
many pages of space to reprint the hundreds of letters of grati 
tude from longstanding clients now in our files 

There are thousands of smaller investors, intelligently accumu 
lating fortunes, who welcome technical data and 


Cur 


Inslies 


They buy 
lo protect 
Safety: Rules for 
Investors and 


~« lect 


a diagnosis of 
our growth situations we recommend for substantial income and 
rapid growth. 


GROWTH FIRST—THEN DIVIDENDS 


One of the most prevalent fallacies that distorts the judgment 
of the average investor is the idea he can buy the strong spots in 
an advancing market and be of a profit. He slight 
knowledge of stock market psychology and the dangers of 
following the activity in stocks created by stock distributors 
He knows next to nothing about the safety in selecting growth 
values. He does not realize the great number of stocks that are 
in a natural stagnation. He does not know how few are impulsed 
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What are 
the chances? 


That's a question we hear all the 
time from people who want to buy 
sonie oil or mining stock that only 
costs a few pennies a share. 

And what do we say? 


We say there’s no way of really 
knowing, since there are never 
enough facts or figures available 
on such stocks to form a sound 
opinion, We say that they're all 
radical speculations anyway—and 
that as far as we're concerned your 
chances of making a profit are 
mighty slim indeed, 

Here at Merrill Lynch, in fact, 
we won't even open an account for 
anybody who just wants to trade 
in these stocks alone. 


As a matter of policy too, we 
won't buy— 


Any Canadian oil or mining 
stocks for anybody unless they 
are fully listed on some Ca- 
nadian exchange . 

Any low-priced American 
issues of a highly speculative 
nature filed under Regulation 
A, or qualifying for intrastate 
exemption . 


Securities of any kind that we 
feel are being promoted un- 
scrupulously or distributed in 
violation of any federal or 
State regulations. 


As a result of these policies of 
course, we've practically put our- 
selves out of the penny stock busi- 
ness—which is perfectly all right 
with us because that's why we 
adopted them. 


But if you're interested in more 
stable securities, in stocks that 
should yield 4% or 5% on your 
money . . . or stocks that have bet- 
ter than average possibilities for 
growth .. . or even more specula- 
tive stocks where you can get some 
reliable measure of the risks and 
rewards involved, then we'll do all 
that we can to help. 


MerriLt LYNcH, 
PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 107 Cities 





INVESTMENT POINTERS 


by JOSEPH D. GOODMAN 





Attractively-Priced Stocks 


Tue volume of business in the United 
States (as well as in most parts of 


| the world) continues at high levels. 


Britain recently tried to check the 
boom by increasing the down-pay- 
ments on instalment purchases. Our 
own Government increased the down- 
payments for home buying, and re- 
duced the length of the loan from 30 
years to 25. Money rates have been 
increased; this should help bank 
earnings 

money has been 
shrinking, but I think any further 
advance in money rates will be mod- 
likely 
volume of business 
(But low- 
yielding stocks will be vulnerable 


The supply of 


erate and not 
affect the total 
throughout the country 


seriously to 


those that have advanced 
a great deal.) Actually, the volume of 
building construction of all kinds is 
so large that there are not enough 
workers to take care of the demand 
While there might be a temporary 
let-down in new 


espec ially 


commitments, the 


underlying desire for new homes 
buildings, and equipment will con- 
tinue 

Incidentally, I am confident that 
“Ike” will run again and win over- 
whelmingly in 1956! But if he should 
not run, the market would be 
disturbed 

As stated in 


think that certain stocks (especially 


previous articles, I 
aircraft, manufacturing and chemicals 
and other low-yielding stocks) are 
no longer attractively priced for the 
average investor, but others are 

I call special attention to Interlake 
Steamship, which operates a fleet of 
steamships on the Great Lakes, with 
iron ore and coal shipments account- 
ing for the major portion of business 
Close association with Youngstown 
Sheet & Tube, Interlake Iron and 
other allied interests has been help- 
ful. Dividends have been paid every 
1908. Usually pays $2.25 a 
year, although $1.25 was paid last 


year since 


year. The quarterly dividend was re- 
cently increased to 50 cents. Earnings 
in 1954 were $2.82 a share, compared 
with $4.12 in 1953. Long-term debt 
amounts to $4,375,000, capital stock, 
450,000 shares of which 17% is owned 
by Youngstown Sheet & Tube Co 

When the St 
the company’s business should 


Lawrence Seaway is 
open 
substantially increase. Finances are 
good, with book value at $53. Stock is 
listed on the Midwest Exchange, now 
34. Looks like a very attractive in- 
vestment for those with patience, and 


a 


I recommend it. 

American Tel. 
and Tel. ought to 
sell at 225, where 
the yield would 
still be an attrac- 
tive 4%, instead j 
of 178,. where it 
now is. I still expect a split-up, fol- 
lowing the lead of General Motors 

H. J. Heinz’s outlook is excellent, 
and could advance substantially, in 
time, from its present price of 51 
Earned $5.03 per share last year. Is a 
high-grade stock. 

Montgomery Ward, now 79, con- 
tinues to be one of my top favorites 
I expect it to reach 125 in due time 
Buy on a scale down 

American Tobacco yields 6% on its 
$4.40 dividend. With earnings in- 
creasing, this stock continues to be 
attractive. I again recommend it; now 
74 

Continental Baking, recommended 
strongly earlier this year, issued a 
wonderful report for the first half of 
this year; now 39. I continue to rec- 
ommend it 

Reynolds Tobacco B recently in- 
creased its dividend as I predicted it 
would. Still attractive at 48, it yields 
almost 6°, has refused to decline on 
bad news in the last two years. 

Philadelphia National Bank, 124, is 
my favorite in the banking group. I 
think it is headed for a split, an in- 
dividend and 
important merger 


creased possibly an 
Southern Pacific's earnings for the 
first half of the year were excellent. I 
expect an increase in the current $3 
dividend and a possible advance of 
the stock into the 70s; now 60. 
Hoving, now 14%, is an attractive 
low-priced stock, selling for about its 
net working capital per share. Owns 
the well-known Bonwit-Teller wo- 
men's shops in New York City, White 
Plains, Boston, Chicago, Cleveland, 
Manhasset and Palm Beach; recently 
purchased control of famous Tiffany 
& Company. Earnings are fine, and 
the outlook is very good. Current 
dividend: 20 cents 
Hart, Schaffner & Marz is suggested 
purely as a_ speculation. Leading 
manufacturer of men’s clothing (So- 
ciety Brand). Two-thirds of output 
is sold at wholesale to independent 
retailers, the balance through sub- 
sidiaries operating 66 men’s furnish- 
ing stores, such as Wallach’s in the 
New York City area, S. B. Silverwood 
(CONTINUED ON PAGE 53) 
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Timing is indispensable 
to MARKET PROFITS! 
Dont Let Your Stock Warket Profits Vanish- 


keep posted on continually changing investment opportunities! 





Here's What You Get for $1 
(60-day Trial Subscription) 
A complete four (4) Unit Financial Service 


Selected list of 15 stocks with 

r om Growth-Profit possibilities 
and attractive current yields. 

2. 8 copies of the “Early Weekly 

3. 8 copies of the “Week-End 
Dispatch.” 

4. 4 copies of the “Fortnightly Dis- 
patch.” 

5. 2 copies of “Monthly Forecast Dis- 

patch.” 

6. Continuing specific and unhedged 
advice. 

7. Current carefully selected security 
recommendations. 

8. Special attractive dividend -paying 
buys for capital gains. 

9. Names of 2 outstanding Special 
Four Star Stock recommenda- 
tions — one each month. 

10. Personalized analysis of your in- 
vestment portfolio. 

11. Right to consult with us on any 
financial investment problem 














EXTRA BONUS 
OFFER— 


All new subscribers will receive 
with their $1 trial subscription 
a fact sheet on 


2 Dynamic Canadian 
Growth Stocks 


(1) selling cround $17.—rep- 
resents a company with one of 
the largest iron ore deposits 
in the world, and 

(2) selling under $10.—offers 
a share in one of Canada's 
young, but potentially great 
nickel-copper-cobalt producers 
with assets of more than $50 
million. 
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Any investor knows that even the best security analysis working 
with generally favorable market conditions will not mean profits, 
unless the timing 1s right! 


And timing is one of the distinct investment areas where 
International Financial Dispatch can help investors to buy and 
sell at the right time 


“Stocks in Motion” —that’s what we call a group of the 
more volatile low-priced securities in motion” because 
they’re priced right today for near-term buying. Along with 
the rest of the market, we favor certain overlooked low-priced 
issues as the feature attractions during the next phase of 
market movement. 


INTERNATIONAL 
FINANCIAL DISPATCH 


constantly Evaluates—Analyzes and 
Projects the probable action of 
current economic factors market- 
wise in basic English—without 
charts, graphs, or complex statis- 
tical summaries and brings our 
Clients considered opinions aimed 
at their personal profit and in- 
come. Our forecasting is based 
upon accumulated Wall Street ex- 
perience of more than 30 years. 


to new 
you the wOY 
show 


“Dapfit Opportunities 


Droff 


Just pin $1 to the coupon below... "4 


To cover postage and we will send you our regulor $150. year 
service for the next sixty (60) days 
yourself that our service con make stock profits for you. 


“ 4a 
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This offer open to new inquirers only 


}} International Financial Dispatch ’ 
150 Broadway—New York 38, N. Y 
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Here's my dollar ($1.) 


Rush me your first weekly 
dispatch 


ond keep them coming for the next 
sixty (60) days thereafter 


(Please Prin 


Oo Zone State 


! 
! Address 
! 
! 
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UNCONDITIONAL money-back guarantee if NOT SATISFIED 
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$10,000.00 Profit, MARKET COMMENT 


Capital used $6,925—time 8 mos. 
—similor opportunity soon! 

Read the 

written on 

on cold fact 


most dynamic book 
the Stock Market, 
not theory 


“*How to Take a Fortune 
out ef Wall Street’ 


By J. A. LEMPENAU 
BONUS OFFER: Send only $3 for book 


and receive current bulletin which gives 
Best Stocks to Buy and tells What Action 
Now~—-" REE of extra cost! 


THE INCOME BUILDER 


RIVER EDGE . NEW JERSEY 


ever 
based 
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Futures, Inc. 


A commodity mutual fund with 
redeemable shares formed to 
engage in a diversified, pro- 
fessionally managed program of 
buying and selling commodity 
futures such as coffee, cotton, 
rubber, soybeans and wheat 


FUTURES DISTRIBUTORS 


4) Wall Street, New York 6, N. Y. 
Please 
adeaci: 


cond me your 
ing Putures, ine 


Offering Circular 


Pis 
Name 

Addrens 

on Zone 


State 
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Here’s Research to Help you 
in this Selective Market 


Just off the Press 
New SEPTEMBER Issue of 


GRAPHIC STOCKS—OVER 


1001 CHARTS 


showing monthly highs, lows - 


earnings — 
dividends 


capitalizations——VOLUME on vir 
tually every aective stock listed on N. Y 
Stock Exchange and American Stock Ex 
change covering nearly 12 full years to Sep 
tember 1, 1955 

Order Today for Prompt Delivery 


Single ry | (Spire! Bound). ..$10.00 
Yearly (6 Revised Books) 


F. W. STEPHENS 
87 Nasseu St... New York 38 BE 3-9090 











WHY THEY'RE SWITCHING — 
FROM STOCKS TO 
COMMODITIES 


The gold rush ls on. Stock traders find com 
modities offer greater money-making oppor 
tunities, How do yeu do it’ Commodity 
Trend Service shows you with 1) full 
coverage of all | S. and Canada futures 
markets; 2) suggests when to buy, sell and 
at what price; 5) advises exact price to place 
stop-ioss orders. Based on successful fore- 


castin system. Send for FREE current 
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It’s the Earnings That Are High, 
Not Stocks Against Earnings 


EARNINGS on the DJ Industrial Average 
for the June 30th, 1955 quarter are 
computed at $9.59 a share, or 
of $38.36 a 


at the 
share. This 

with $28.40 in 1954, $27.23 
$24.76 in 1952 and $26.59 in 
1951. Looking back at some past years 
the figure was $19.76 in 1929. $10.07 in 
1936, $11.49 in 1937 and $13.63 in 1946 

That the advance in prices for stocks 
has been only a little more than keep- 


annuai rate 
compares 


in 1953 


ing pace with corporation profits is in- 
dicated from the price-earnings Ratio 
figures charted below 

The level of the DJ Industrials, about 
471 as this is written, looks 
relation to 277-234 in 1951, 292-256 in 
1952 1953 or 407-279 in 
1954; but keep in mind that earnings 
are up almost enough to match the rise 
in stock 


high in 


295-255 in 


prices. Price-earnings ratios 
moderately higher than 
two or three years ago, and well below 
the price-earnings ratios of 1929, 1936 
1937 and 1946 

The point is, if there are excesses in 
thi stock market situation, 
as so many people have been saying, 


now are only 


present 


the excesses are in the earnings 
in the 


not 
Business 
the stock 


price-earnings ratios 
is booming more than 
market 

As compared with 1929, the stock 
market is using relatively little credit 
with 1929, business is 
using a tremendous amount of credit 
If credit tightening is to be effective, 
its impact should be felt first by busi- 
ness and trade and later in the stock 
market 

At present there is no evidence that 
third-quarter or fourth-quarter earn- 
ings will be significantly lower 
profits for the second quarter 


As compared 


than 
There 
is no reason for stocks to go down over 
the near term, therefore, unless lower 
price-earnings ratios are justified 

A good argument can be made, of 
that ratios 
ought to be lower when earnings are 
high than when earnings are low, or 
when earnings are at something re- 


course price-earnings 


sembling a “nor- 

mal” or an average 

level; but for prac- 

tical purposes, at 

this time, psychol- 

ogy must be con- 

sidered. There is 

a terrific momentum to the present 
expansion in business and trade, and 
there is a high momentum to the op- 
timism about Stock invest- 
has been profitable in recent 
years; and the public still is interested 
in buying rather than in taking profits 
and thus incurring capital-gains tax 
liability 

I assume that by the time this issue 
reaches the reader, the DJ Industrials 
will have sold above their triple 
top “supply area” of approximately 
471. I think that the average can sell 
above 500 this year—perhaps as high 
In event of weakness, there is 
“demand area” around 445-455 

It is not easy to suggest new stocks 
to buy. I think that Manufacturers 
Life, down from around 375 to 315, 
is back in a buying area. I still like 
Life Insurance of Virginia at around 
145 or 150. I would not sell Lincoln 
National Life, but I find it a bit hard 
to recommend fresh purchases at 590 
Probably it still should be bought. 

I think some of the yield stocks are 
attractive. They may not move as 
fast as some of the “growth” issues, 
but they may offer better intrinsic 
value. Among the ones I would men- 
tion are United Fruit, paying $3.00 and 
selling around 57, American Tobacco, 
paying $3.40 and selling around 74, 
Chesapeake & Ohio, paying $3.00 and 
selling 53, and Woolworth, 
paying $2.50 and selling around 51. 

For a long time I have felt that 
Montgomery Ward (83) has not been 
as some other stocks 
I like the recent change in manage- 
ment of this company, and feel that 
the outlook for it is better. It seems 
to me that there is very little risk in 
buying Montgomery Ward here, and 


stocks. 
ment 


as 525 


a new 


around 


as attractive 





PRICE-EARNINGS RATIOS ON THE DJ INDUSTRIAL AVERAGE 


tet Quarter 

” L " 
18.3 16.7 15.1 
21.2 19.1 16.4 
16.6 15.1 13.9 


2nd Quarter 


133 
145 
124 


Srd Quarter 4th Quarter 
L La] L ” L 
175 15.3 19.3 108 
15.0 13.7 158 
15.3 118 


116 10.2 112 
278 25.0 168 
9.0 84 10.0 
12.0 113 124 
110 105 10.4 
114 10.6 12.0 
13.0 12.0 118 


104 
158 

92 
116 

98 
10.9 
108 


10.7 10.0 
138 11.0 
12.3 106 
118 11.2 
10.3 95 
148 13.6 


bulletins now 


COMMODITY TREND SERVICE 
134-31 Reosevel? Avenue, 
Flushing 54, (N. ¥. ©.) WN. Y. 
Tel.: INdependence 1-7779 
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that fair profits should accrue in it 
over a period of months. It is a bar- 
gain in assets, if not earnings. That 
is not to say that Montgomery Ward 
immediately will become as strong a 
company as Sears, Roebuck & Co 
and J. C. Penney. That will take years 
even under the best management. 
As a radical speculation, I like 
Cudahy Packing (8%). This company, 
as previously explained, will be 
practically tax-exempt for a while as 
a result of a loss carry-back. Some 
people think that Cudahy will earn 
between $1.50 and $1.75 a share for 
the year to end with October. This 
estimate is largely a guess due to in- 
ventory problems. 
Mueller Brass will earn 


(32%) 


nearer $3.25 to $3.50 a share this year | 


than the $4.00 to $4.25 a share expected 
earlier. This is because copper 
been costing too much to enable the 


company to maintain profit margins. | 
The stock is down about 10 points. I | 


think it is a buy. Mueller is making 
good long range progress. It is a 
growth situation. 

I am willing 
Broadcasting at 
stock is down 
Columbia 


to buy Columbia 
around 25-27. The 
from around 32. The 
management always has 
been smart in broadcasting. Thus far 
it has developed little or no earnings 
from manufacturing. Eventually the 
manufacturing properties should con- 
tribute to profits. Columbia should 
benefit from the trend to color TV 

Lower prices should help 
Hershey Chocolate (44). This com- 
pany’s earning trend appears to be 
up Remember that there still is 
good dividend news to come from 
companies like U.S. Steel, Bethlehem 
and National Steel... Chrysler prob- 
ably will have a rather poor third- 
quarter report, especially in relation 
to earnings of better than $8 a share 
for the first half, but the first half rate 
of earnings may be approached again 
in the fourth quarter. On weakness 
I like this stock. Think it may be one 
of the features of late 1955 and early 
1956, and see a much better dividend 
on Chrysler in 1956. . . It seems to me 
that American Air Lines and Pan 
American Airways are more attractive 
than the other air transports 
Notice that Philips Lamp (66) 
bull market all its 
This stock was suggested 
late last year. The company has an 
important atomic stake in addition 
of the world’s three 
electrical equipment makers 
McGraw Electric, an old favorite, 


cocoa 


has 
been having a 


own 


to being one 


largest 


is off about 10 points from the top | 


and would appear to be back in a 
buying area after having been too 
high 


troleum issues. 


Forses, sepremper 15. 1955 


has | 


. Royal Dutch and Gulf Oil | 
still look cheaper than the other pe- | 


00. send 
Author in Search of « Publisher 


pre 


New su we ©. Write t 
VANTAGE PRESS, Inc., 


In 


a, 


—— 
|The VALUE LINE | }|_ Investment Survey | 
The VALUE LINE ih li Investment Surve 


aE 





OIL STOCKS IN 1956 


N ow for the first time, earliest advance estimates of oil company earnings 
and dividends in 1956 are available to investors. It is plain that results in 1956 
will exert great influence on the future course of stock prices. Por this reason 
these earliest estimates of 1956 earnings and dividends can be of vital importance 
to your capital. The Value Line Survey's advance estimates have been remark- 
ably accurate in past years. 

With oil company profits the key to stock prices, foresighted investors will want 
to see the new Value Line Survey analysis of the oil industry and the prospects 
for each of 33 leading oil stocks. Objective ratings show the extent to which 
each stock is currently overpriced or underpriced, based on a normal capitalization 
of the earnings and dividends estimated in 1956. In addition Rating & 
Report includes exclusive Value Line measurements of stability, estimated yield 
on future dividends, and 1958-60 price expectancy 


each 


SPECIAL: You are invited to receive this 80-page ‘issue covering the 
leading Oil and Machinery stocks at no extra charge under this Special 
Introductory Offer. in addition, you will receive in the next 4 weeks new 
reports on over 200 major stocks and 14 industries to quide you to safer 
and more profitable investing. Each stock is appraised as “Especially Under- 
priced,” “Underpriced,” “Fairly Priced,” ‘Fully Priced" or “Overpriced.” 
This issue analyzes 61 stocks, including: 
Standard Oi! (N. J.) 
Standard Oil (ind.) 
Standard Oil (Calif.) 
standard Oil (Ohio) 
Atlantic Refining 
Food Machinery 
Am. Mach. & Fdry 


Sunray-Midcont 
Tidewater Assoc 
Cities Service 
Union Oi! (Calif.) 
Continental Oil 
Stone & Wobster 
Caterpillar Tractor 


Gulf Ot socony-Mobi! 
Shell O11 Phillips Petrol 
Sinclair Ol Royal Dutch 
Pure Oil moperial Ol 
Ashiand Oi! Bucyrus-trie 
Texas Co Dre r ind 
Lion Oil and 34 others 


$5 INTRODUCTORY OFFER* 


Includes 4 weekly editions of the Value Line Survey—with a full-page Rating 
& Renort on each of 200 stocks and 14 industries, including advance estimates 
of 1956 earnings and dividends. It includes also a new Special Situation Recom- 
mendation, Supervised Account Report, 2 Fortnightly Commentaries, and 4 Weekly 
Supplements. (Annual subscription $120.) 


BONUS: You will also receive under this Special extra 
the new 12-page Summary-Index giving current Value Line advices, 
future price expectancies on all 700 stocks under supervision. 

*New 


Offer at no charge 


yields and 


subse riber 5 only 
Name 


Address 


City Zone 


The Value Line Survey is now used by over 
and institutional subscribers throughout the 
banks, trust companies, insurance companies 


Send $5 to Dept. FB-45 


THE VALUE LINE 


INVESTMENT SURVEY 
Published by ARNOLD BERNHARD & Co 


THE VALUER LINE SURVEY BUILDING 
5 BAST 44TH STREET, NEW YORK 17, N. Y. 


State 


13,000 individual 
iu orld, 


and 


including 
universities 


, Inc. 
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EACH ACCOUNT INSURED T0 $10,000 


BY AN AGENCY OF THE 
UNITED STATES GOVERNMENT 





— sometimes even more! 
UR SERVICES ARE FREE 
RAY ROBBINS CO. Dept. 1-65 
FIFTH AVE., NYC 17, mu 7-0067 





Making Profits in 
STOCKS 
by POINT and FIGURE technique 


This method of market analysis builds your 
independent judgment in helping to select 
the right stocks at the right time. Widely 
used by professional traders and investors 
for Making Market Profits—and Keeping 


Them 
FREE ON REQUEST 


Literature on Figure Charts of Stocks and 
Commodities a daily price change 
service and instruction material. All 
will be sent free on request. Just write 
for Portfolio F-19 
MORGAN, ROGERS & ROBERTS, Inc. 
64 Woll Street © New York 6, N. Y 








ROBERTSHAW - FULTON 
CONTROLS COMPANY 


Greensburg, Pe 
PREFERRED STOCK 


A reguler quarterly divi 
dend of $0.54375 per 
shere has been declared 
om the $25.00 par value 
5% per cent Cumulative 
Convertible Preferred 
Stock, payable Septem 
ber 20, 1955 to stock 
holders of record at 
the close of business 
@ September 9, 1955 


MR, CONTROLS COMMON STOCK 


A reqguler quarterly dividend of 37\,c per 
share has been declared on the Common Stock 
payable Geptember 20, 1955 to stockholders 
of record at the close of business September 
9, 1955. The transfer books will not be closed 


WALTER H. STEFFLER 
Seor 


etary @ Treasurer 


August 25, 1955 





How to Make a Killing °° ° 


JUST OUT! 


in Wall Street up sass verses 
and Keep It! 


brisk and readable 
style a tormula tor 
amazing market gains 
To get your copy just 
® tear out and send check or money order 
for $1.50 to 


MchAY 


Dept. 2. 55 Fitth Ave 
New York 3, N.Y 


STOCK ANALYSIS 


by HEINZ H. 





The Boom Continues 


Tue monetary authorities have no de- 
sire to get tough if they can possibly 
help it. They don’t want to “hurt 
business”, but they know that a run- 
away boom must be prevented in or- 
der to prolong, if not perpetuate 

Credit 


but its use 


pros- 
control is a powerful 
is still an art, not 
cience. The of the 

spring of 1953 remains very much 
alive with the Federal Reserve 
the Treasury Department which were 
severely criticized for thei: 
that This year 
therefore, the application of the credit 
brake has been much more gentle, so 
far. The Federal feeling 
its way rather than acting decisively 
The stock market had be- 
come a little apprehensive at the first 
signs of tighter credit, has shaken off 
its doubts and fears when apparently 
nothing was being 
slow boom. By the begin- 
ning of September industrial and util- 
ity tocks were back at their old 
highs. While it is pointless to argue 
with the market, I question the 
abandoning a 
this stage 
a regard for the 
states 


memory 
and 


tough 


credit policy at time 


Reserve is 


which 


drastic done to 


daown the 


wis 
dom of conservative 
I have too high 
ability and economic 


manship of oul 


policy at 


“money 
them to 
boom is beginning to 


man- 
age! to 


while the 


expect stand by 


boil 


over. In all prob- 
ability it is only a 
question of time be- 
fore the credit 
screw will be tight- 
ened a bit further. 

The fantastic rise 
in the price of cop- 
per to 43c a pound in this country 
and to an unprecedented 50c in Lon- 
don is a danger signal. It reflects a 
frantic demand for the red metal 
which is not sound. Copper produc- 
ers will show exceptional profits, to 
be sure, but the long-range 
not bullish for the 
The scarcity 


implica- 
tions are industry 
and the high price of 
virtually force the use of sub- 
stitutes wherever possible 
the numerous new 


coppe I 
, and when 
mines now under 

producing next 
extreme shortage 
relieved. I believe the time is 
approaching to consider profit taking 
im copper stocks 


development 
year, the 
will be 


start 
present 


the long-range out- 
look for aluminum seems far more in- 
triguing 

Initial operating results of the Vis- 
count plane confirm the high hopes of 
Capital Airlines. With so far only 
three of the new turbo-prop planes in 
operation on the Washington-Chicago 
run, Capital has boosted its load fac- 


tor to nearly 80°) as compared wit! 
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rf wew Z oF 
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only about 55°, 


on the same route in 
June. To meet the demand for accom- 
modation a third daily non-stop 
round-trip flight had to be added. 

Capital also expects an early favor- 
able C.A.B. decision on the requested 
removal of restrictions on its New 
York-Chicago run, but ever more im- 
portant is a recent C.A.B. examiner 
report recommending major improve- 
ments in Capital’s route from New 
York and Washington to Atlanta and 
New Orleans. With an improved route 
pattern and a thoroughly modern fleet 
of planes Capital will be in an incom- 
parably stronger competitive position 
than ever before, and with a capital- 
ization of only 834,000 shares earn- 
ings should build up very rapidly 
The stock, now around 33, was orig- 
inally suggested a year ago at 12' 

Houdaille-Hershey under new, but 
proven leadership is getting out of the 
unprofitable shock absorber field and 
is diversifying its activities into a va- 
riety of non-automotive industrial 
products, although the bumper busi- 
ness is being expanded to the tune of 
about $2 million. With 1955 earnings 
estimated to reach $2 a share (vs 97c 
last year), resumption of cash divi- 
dend payments should not be too far 
off, possibly next year. Meanwhile, 
Houdaille-Hershey is paying stock 
dividends. The stock, now 14, has had 
an unusually narrow price range this 
year (1554-13). It seems an interest- 
ing speculation with a good profit po- 
tential 

Another company which is begin- 
ning to reap the fruits of a new and 
able management is Eagle-Picher 
Company (34) whose earnings for the 
six months ended May 31, 1955 
jumped to $2.11 ‘a share from 62c for 
the same period a year ago. Eagle- 
Picher’s position has been greatly im- 
proved by the elimination of unprof- 
itable divisions and the acquisition of 
several well established and prosper- 
ous enterprises. The company which 
formerly was materially affected by 
fluctuations of metals has be- 
a well diversified manufacture: 
of a variety of products for the auto- 
mobile, storage battery, paint, steel, 
building, and other industries 
Its sales volume is likely to exceed 
the $100 million mark by a good mar- 
gin for the first time this year. Selling 
at only about 8 times estimated earn- 
ings for 1955 Eagle-Picher is conserv- 
atively priced under present market 
conditions. The regular $1.50 dividend 
rate which is likely to be supple- 
mented by an extra dividend before 
the end of the year provides a return 
of 4.4%. I like this stock. 

Reflecting more aggressive manage- 
ment and sponsorship the stock of 
Dan River Mills (16) was recently 

(CONTINUED ON PAGE 56) 
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Popular demand for some of the 
best-known stocks has pushed 
their prices beyond their value 
Equally good stocks have been 
neglected since 1946. They're 
good bargains at their current 
low prices. 


70 Stocks Listed 


This Special “Switch” Bulletin 
lists 50 stocks on which Babson’s 
clients have been advised to take 
their profits. It also lists 20 
“bargain” stocks of high quality 
having risk and 
futures. The “buy’”’ list 
on up-to-the-minute research 
covers stocks for income, capital 
gain, growth and speculation. 


better 
based 


less 





BABSON’S REPORTS _ Dept. 


LOSSES LOOM ON STOCKS. 
NOW SCORING ADVANCES 


Special Babson “Switch” Bulletin 
Advises What to Sell and Buy 


Facts Dictate Moves 

The advice contained in 
bulletin gives you the 
Babson’'s 


this 
benefit of 
experience in 
guarding investors’ gains through 
5 booms, 5 panics, 10 administra 
tions and cover 
ing periods gains of 
years were This bul 
letin will be particularly valuable 
to investors 


50- years 


) world wars 
when the 
lost in weeks 
w howe has 
present 11 


experi nee 
to the 
year bull market 


Yours for Only $1.00 


For oniyv $1.00 to cover coat 
of preparation and mailing 
you get this chance to check your 
judgment againat the advice of 
Babson's over 100 trained invest 
ment personnel. Write 


F-39, Wellesley Hills 82, Mass. 


been confined 








solicitation of an offer 


NEW ISSUE 


of the Model C 


120 WALL STREET 


GENTLEMEN: Please 
Colonial Aircraft Cor 


poration 
Name 


Address 


City 





This advertisement is not to be construed as an 
to buy any of 
The offering is made only by the Offering Circular 


300,000 Shares 
COLONIAL AIRCRAFT CORPORATION 


COMMON STOCK 
(Par Value $.10 per Share) 


Colonial Aircraft Corporation is engaged in the development 
1 SKIMMER Amphibian aircraft 
are located at Deer Park Airport, Deer Park, 


Price: $1.00 per Share 


Copies of the Offering Circular may be 
by mailing the co 


GLICK & Co., INC. 


Telephone Digby 4-7310 


mail me a copy of the Offer 


flier to sell of @ 


these securities 


Its offices 
Long Island 


btained 


upon below 


NEW YORK 5, N. Y. 








Yes, in @ 4 year period, R.K.O 
showed the above percentage gain 
vestment aporeciating to $104,000 
RANTS of Richfield Oil, Tri 
Atias Corp. t comparati 
move taster nd further 
of security 


WARRANTS 
a $500 in- 

de v7 
-Continental and 
ve rises. WARRANTS 
than any other type 


If you are interested in capital 
appreciation be sure to read 


“THE SPECULATIVE MERITS 
OF COMMON STOCK WARRANTS” 
by mney Fried 

It discusses Warrants in their different phases 
explores many avenues of their profitable pur- 
chase and sale-—describes current opportunities 
in Warrants 
For vow copy send $2 te the publishers, 
Rg. H. Associates, Dept. F, 220 Fifth Ave- 
nue, New York 1, NM. Y. or send for free de- 
scriptive folder. 











‘UP 20,700%> 





A Growth-Profit 
Possibility 


Mining ¢ orp 


aod mull, and ws n 


mon Stock of this 


inusual growth profit pe 


today for the Compeny 
report to iders. Cherokee 
mon selling 
cents per share 


shareho 


stock is now around 


Terrier «& Co. 
ESTABLISHED 1931 

First in Uranium 

1 Exchange F'i., 
Okliaware 3-380) 








ime ~ pro 
and shipping ore. We believe 
Company 
msi bilities 


s latest 


Jersey City 2, M. J. 





Investing for Income 


through 
National Income Series 


a mutual fund, the primary ob- 
jective of which is to provide an 
investment in a diversified group 
of bonds, preferred and common 
stocks selected because of their 
relatively high current yield 
and reasonable expectance of its 
continuance with regard to the 
risk involved. 








National Securities & 


Research Corporation 
Established 1930 
120 Broadwey, New York 5, New York 


: Send information feider end prospectus 
‘ 

* Neme 

: Address 

‘ 

s City State — 
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* mw 
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Keystone 
(Custodian Funds 


BOND, PREFERRED AND 
COMMON STOCK FUNDS 





| 
| 
| 
| 
' 


The Keystone Company 
WO (Longrese Street, Koston 9, Mass. 
Piease send me prospectuses dem t bing 
your Organization and the shares of your | 
ten bunds 
Name 
Addin 


| City State 

















T. ROWE PRICE 
GROWTH STOCK FUND, INC. 


OBJECTIVE: Long term growth of 
principal and income. 


OFFERING PRICE: Net asset value 
per share without addition of 
any sales load or commission. 


Prospectus on request 


10 Light Street Baltimore 2, Md. 











LOEW'S INCORPORATED 


September 1, 1055 

The Board o1 Directors has declared 

a quarterly dividend of 25¢ per 

share on the outstanding Common 

Stock of the Company, payable on 

September 30, 1955, to stockholders of record 

at the close of business on September 15. 1955 
Checks will be mailed 

CHARLES C. MOSKOWITZ 


Vice Pres. & Treasurer 














THE FUNDS 
| 


THUMBING A RIDE 


In a telescopic view of the future du 
Pont's President Crawford H. Greene- 
walt predicts that 25 years from now 
half of our economy will be devoted 
to “making or selling products un- 
It's the kind of 
glimpse at things to come that sends 
studious fund and 
in fact all forward looking investors 
thumbing through manuals and re- 
ports for a ride to a future Quivira 
Du Pont’s prophetic 


known to us today.” 


mutual directors 


president said 
in effect that history will repeat it- 


self. A Brookings Institution study of 
100 leading U.S. corporations for 
1909-1948 showed that while in 1909 


steel represented 30° 
total assets, by 
only 11 
makers 
250°; 


of the group's 
1948 it 


Transportation equipment 


represented 


rose 50°), 
100°, 
rubber 


share petroleum 
chemicals electrical 


100°, 33°; In 


each of these new divisions hundreds 


equipment 


of new products, and investment op- 


portunities 


emerged—the automobile 


industry movies, radio, television, 


wonder drugs. Others still are emerg- 
ing-——automation, 


atomic energy, new 


chemicals, more electronic wizardry, 


possibly even inter-planetary trans- 
port 
How have mutual fund managers 


prepared to take advantage of these 
future probabilities? Old-line con- 
| servatives have pretty well contented 
themselves with increasing their hold- 
| ings in 
Electrix 


of America 


such General 
Westinghouse, Aluminum Co 


the 


companies as 
aircrafts, chemicals 
and steels, all of which are pioneering 
But 
cialized funds, especially of the growth 
category, have gone more boldly afield 
and bought into electronic instrument 


new products and services spe- 


companies 


uranium mines chemi« al 


companies 
Still further widening mutual funds 
horizons, the 


new International In- 
vestors, Inc., and International Re- 
sources Fund, will corral investor 


opportunities abroad 
FIRST PLUNGE 


A TELLING glimpse of what experts are 
thinking in the broad field of the elec- 
tron is available in the initial port- 
folio of Electronics Investment Corp., 


San Diego, under the guidance of 
John P. Chase, Inc., which has been 


active in the advisory field since 1932, 
| handling trusts, bank, insurance, char- 
itable funds. Last July Chase bought 
the first $10 million worth of securities 


for Electronics Investment-——a group 





that 


included 37 


such “dawn of the 


electronic age” growth stocks, as 
Bendix Aviation, Burroughs, Clevite, 
Consolidated Engineering, Garrett, 


Magnavox, Philco, Raytheon, Sperry- 
Rand, Texas Instruments, RCA, West- 


ern Union, CBS “A”, American 
Broadcasting. Chase believes these 


represent a cross-sectional stake in 
‘America’s economic growth through 
the development of atomic energy, 
television, automation, guided mis- 
radar, sound motion pic- 
Total gross product of the 
electronics industry has grown from 
$200 million just 15 years ago to $10 
billion today. One ounce of electronic 
energy requires 30,000 trillion, trillion 
electrons. Which causes Electronics 
Investment President Charles E. Salik, 
in an initial note to shareholders, to 
muse: “Yet from this minute particle 
we have developed a new 
which today is beginning to change 
our lives in a way that no previous 
civilization or scores of inventions has 
done over many thousands of years 


siles, radio 
tures.’ 


science 


WR. BIG BLUE CHIPS 

Six blue-chip common stocks, repre- 
senting 22°, of the value of all com- 
the New York Stock 
make up the new ex 
panded portfolio announced by Ro- 
chester’s Quinby 
specialized 


mon stares on 


Exchange list 


Plan, an open-end 
mutual fund. The half- 
“Mr. Bigs,” jncluding AT&T 
and General Electric (just added), 
General Motors, du Pont, Eastman 
Kodak and New Jersey Standard Oil, 
rack up $25.7 billion annual sales, o1 
7.1% of the gross U.S. national prod- 
uct of $360.5 billion a 
giants have a 15.3% share of the na- 
tional net income, pay 24.3°) of the 
U.S. industry's cash dividends 

As of December 31, their total ag- 
gregate market value of $37.1 billion 
was equal to 22°; of the $169.1 billion 
value of all NYSE listed common 


issues, and their shares were held by 


dozen 


year. The six 


10% of the US.’s estimated 25.5 mil- 
lion stockholders. These companies, 
Quinby observes, “have served out 


country faithfully in peace and war 
since grandfather was a boy” and the 
fund makes a “reasonable guess” that 
most of them “will still be making 
profits and paying dividends even 
when our children are planning for 
the future of their children.” Un- 
broken dividend records for the six 
are: AT&T 74 yrs., Standard of N.J. 73 
yrs., GE 56 yrs., Eastman 53 yrs., du 
Pont 52 yrs., GM 40 yrs. 
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INTO THE FREE WORLD 


Ir was a warmly pleasing coincidence | 
Uncle Sam furnished Stock Broker | 
and Foreign Observer John C. van 
Eck, Jr. late in August when he an- | 
nounced the formation in New York 
of International Investors, Inc., a new 
mutual fund that will specialize in 
foreign securities. On that same day, 
the U.S. Dept. of Commerce re- 
ported that earnings on the $40 bil- 
lion in private American investments 
abroad last year had reached a new 
high at $2.5 billion. 

The new fund, said van Eck, has 
substantial backing from Americans 
of Dutch extraction, but it will have 
a portfolio representing “all of that 
half of the free world’s economy which 
lies outside the United States.” Inter- 
national Investors’ portfolio will be 
put in such issues as Unilever, Rolls 
Royce, Bayer, British American To- 
bacco, and others of similar 
drawer quality 


top- 


{1DDITION & SUBTRACTION 


Five.ity Funp. In the second quarter 
this fund showed a distinct partiality 
toward retail stores, making new pur- 
chases of Allied Stores, Macy’s, May 
Dept. Stores and Gimbel’s. It also 
added to its holdings of Crown Zeller- 
bach and Commercial Credit. 
LeHMAN Corp. As one of the leaders 
in the closed-end investment company 
field, this fund made some important 
switches in the second quarter. Pur- 
chases included Allied Chemical, 
Crown Zellerbach, Grand Union, 
Macy’s, Hercules Powder and Magma 
Copper. Sales included Admiral, 
Brooklyn Union Gas, CBS “A” and 
‘B”, Dixie Cup and Colgate. 
Massacuusetts Investors Trust. In- 
creased holdings in the Growth Stock 
Fund of this Trust are shown in 
Amerada, American Home Products, 
Louisiana Land & Exploration, Na- 
tional Lead, Rohm & Haas, Warren 
Petroleum and Zenith. Reduction is 
shown in holdings of Dow Chemical, 
Marathon, Northern Natural Gas, 
Philco and Stromberg-Carlson. 
Dreyrus Funp. An increase in net 
assets per share from $5.86 to $8.56 is 
reported by this fund for the fiscal 
year ended June 30. In the same pe- 
riod, shares outstanding increased 
247°, from 131,587 to 455,810. 





PHOTO CREDITS 
Pace 21: Wide World 
Pace 26: Schonbrunn & Ives 
Pace 31: John Stewart. 























Question: 1S THE CANADIAN STOCK 
MARKET JUST A GAMBLE? 


ANSWER: lf we take the term 
“gamble” to imply chances of 
either success or failure, then the 
answer is no. For if you trade in 
Canadian natural resources stocks 
according to popular concepts, you 
stand something less than a gam- 
bling chance of making money. 
However, if you reverse common 
procedure and treat the Canadian 
market as a medium in which to 
conduct a studied wholesale-retail 
type of trading operation, there is 
really very little "gamble" about it 
—it becomes a straight business op- 
eration in which you can utilize spare 
time and cash to establish a wholly 
worthwhile rate of capital gain. 


QO: But look at the element of 
luck in the Canadian market. 
Sometimes drill-holes click and 
sometimes they miss. How can 
you talk in such cut-and-dried 
terms when Canadian mining 
stocks seem to rise and fall 
drastically simply on the re- 
sults of a drill hole or surface 
discovery? 

A: From the standpoint of the typi- 
cal public trader or investor, the 
Canadian market may appear to be 
a jumble of gyrating price moves 
with every man standing a fair 
chance of getting on the right side 
of any of them. But when you break 
this action down scientifically and 
study each stock as a lesson in mob 
psychology and technical market 
behaviour, you get a totally differ- 
ent slant. A sudden drill discovery 
does not send a stock racing aim- 
lessly uphill, it simply permits it to 
be moved to a set retail price zone 
wherein the sponsors or promoters 
behind the issue can profitably un- 
load shares to satisty ublic de- 
mand. Once the public demand hos 
been temporarily satisfied, the stock 


will settle back to an accumulation 
level where technical action will 
soon tell whether or not there is a 
second round of good news coming, 
and at that point the astute trader 
can simply wait for a climax of pub- 
lic selling as the issue completes its 
reaction, and take a position at 
wholesale prices so that he may sell 
profitably as the issue moves into its 
next retail price zone under the im- 
poten of frantic public demand. 

hus instead of buying at the highs 
and selling at the lows the way the 
typical amateur does, he can re- 
verse the process—buying when the 
public is selling and selling when 
the public is buying—and roll up 
profits in much the same fashion as 
any other retailer. In fact clients of 
the Mitchell service do this in so 
many issues and groups at once that 
you could say they practice depart- 
ment-store merchandising in the 
stock market. It is true that profits 
vary in size according to the magni- 
tude of discoveries and the timing 
of a trade, but profits also vary in 
other forms of merchandising—with 
the retailer being just as happy with 
his 20°/, on appliances as he is with 
the 100%, he makes on women's 
epparel. 


9: It would be nice if these 
theories of yours worked, but it 
sounds to me like a big pipe 
dream. How can | learn more 
about you before risking capi- 
tal on your recommendations? 
A: You can ask for free literature, 
or you can send $3 for a trial sub- 
scription and follow our trades on 
poper for six weeks. Our address is 
Mitchell of Canada, 34 Davenport 
Road, Toronto 5, Canada. And our 
yearly subscription rate, in case you 
wish to stort as o full subscriber, is 


$35. 

















LEARN BEFORE YOU LOSE! 
Don’t Gamble With Your Future 


Protect your capital from serious losses in the 
next price trend reversol. Moke profits by 
selling short on down trends. We teach you 
to trade and invest more profitably in the 
groin and stock markets by definite mathe- 
matical trend formula based on 25 years ex- 
perience ond post profiting. FREE literature 
and proof on request. WRITE TODAY 


ALLAN C. DAVIS 
Dept. 14 
181) York Avenue North 
Minneapolis 22, Minn. 
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The RUBEROID Co. 


Building Materials 


for home, farm and industry 


On August WO, 1955 a dividend of 
40¢ per share on the outstanding 
capital stock of this corporation was 
declared by the Board of Directors, 
payable September 15, 1955 to stock 
holders of record at the close of busi 
ness on September 8, 1955 
GRORGE FP. BAHRS 


Secretary-Treasurer 


DIVIDENDS PAID IN EVERY YEAR 
SINCE 18689 


























All this 
authoritative 
information 
sent on 
receipt of 

$7 

ACT NOW 
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3 GUIDES FOR PROFIT PROTECTION 
Our study “3 Guides For A High And Vuinerable 


Market” describes (1) the type of stocks to buy and hold 


for profit; (2) the type to sell to avoid extended loss; 
and (3) a program to protect your capital. 
it is must reading now. 


A BARBOUR SPECIAL STOCK REPORT 


This is one of our current recommendations 

We have looked into this situation thoroughly 

The Barbour Special Report is comprehensive and 
based on first hand knowledge 


is growing and why the stock is likely to enhance in price 


You will understand why it is a good investment 


NEXT 3 ISSUES “Barbour's investment Service” 


Our weekly bulletins are pointing out the significant 
changes occurring in the market 


by JUSTIN F, BARBOUR, who has managed private 


porttolios for 25 years. His stock market analyses 
appeared regularly in the 
from 1937 through 1960 


Chicago Journal of Commerce” 


it tells you how the company 


They are written and edited 


BARBOUR’'S Investment Service, Inc. 


105 W. Adams St.—Chicago 3, Illinois 





For Investors 


We factuall 


ROAR 


e forces cont 


informed, Knou 
moving easier on the upside or 
downside 
Write for Report F-17 covering 
ent situation, together with other 
ful explanatory information pertaining 
to profitable market investing. 
Send $1 to cover costs or $5 for month's 
trial on prompt refund basis if not 
satished. 
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upon the stock of 
CORPORATION, 
20 1955. to 
record at the close 


September 23, 1955. 


SHevpon F. HA, 


223rd CONSECUTIVE CASH DIVIDEND 
twenty-five 
($.25) a share has been declared 
BURROUGHS 
payable October 
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LOWRY’S REPORTS, Inc. - 


250 Park Ave., 


Price-Change-l 


New York 17, N.Y. 
Original Publishers 
1 abulations 


Daily releases from 
New York, Chic 


olume 






0, Los Angeles 











WHY NOT THE 


GRAIN 





Where dot 


Uraniun (hur 


ful 


Thorium 


Is the Story on Thorium 
Bigger Than Uranium? 


Will it replace or supplement it? 
LITHIUM 


Lithium fit in with 
factual Bulletin 


and 
| of hard 








Many people are putting some of their 
investment funds into the grain market 
Get specific buy-sell recommendations 
from the Guthoritative 


GRAIN TRADER 


Trial sub includes booklet 
Grain Trading 
letter and a valuable seasonal trend 
chart tor a grain which tends to rise at 
one season 


New Subscribers Only 
Send $1 for Offer CD-25 


NATIONAL GRAIN TRADER 


35 E. WACKER, CHICAGO |, ILL 
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TOMORROW'S MARKFTS, Inc. 


truths, coldly appraises all three, tella invest 

ore which way to go, We have under continu 

ous ipery on one company with Lithium 

. and one company with Thorium deposits 
which wil be included in our nhew report 

You n obtain this Report FREER by enroll 

ing f n & Week Trial Subscription to TO 

MORROW 'S MARKETS for only $1. You will 

NATIONAL ree e 16 professional reports (issued twice 
weekly which we belleve you willl read with 

sreat profit, (Our Special Report on Thorium 

Profitable Lithi im and Uranium is « real Inventory 

lus tour issues of the ¢ Pacts.) 


19 West 44th St.. New York 36, N. Y. 


Name 


Address 


P-015 





THE MARKET OUTLOOK 





(CONTINUED FROM PAGE 42) 


two mainstays of the business—rayon 
tire yarn and staple fibre—and good 
in all other divisions. Furthermore, 
Chemstrand Corp. (jointly owned with 
Monsanto Chemical—whose results 
not consolidated with those of 
either parent) probably will earn the 
equivalent of $3.75 per share Ameri- 
can Viscose in 1955. On a normal ac- 
counting basis, i.e., making proper al- 
lowances for taxes and adjusting de- 
preciation, American Viscose’s equity 
in Chemstrand’s 1955 earnings prob- 
ably will approach $2.00 per share in 
contrast to losses in previous years 


are 


And the 1956 earnings potential is 
even greater. All of which suggests 
that American Viscose’s earnings 


equity will be translated into actual 
dividends which will bolster the 1956 
income account. Meanwhile, the com- 
pany’s excellent outlook on its own 
strongly suggests that the current 
$2.00 dividend will be supplemented 
with an extra this Fall. 

National Steel is in a position where 
1956 earnings could be considerably 
ahead of the excellent 1955 results 
even if general business conditions do 
not change. In turn, this bright pros- 
pect stems from the facts that: (1) 
the Weirton Steel division, backbone 
of the company’s operations in recent 


years, is increasing its facilities. (2) 
Operating problems of the Great 


Lakes division are slowly but steadily 
being solved—and the improvement 
will be fully reflected next year. De- 
mand in the Detroit area has been 
excellent—quality problems have been 
and customer relations re- 
established. But a difficult labor situa- 
tion has prevented the division from 
fully capitalizing on its new facilities 

and there is deferred maintenance 
to be made up. By the fourth quarter, 
however, the Great Lakes profits con- 
tribution should be more in line with 
the fact that it represents about 60° 
of the consolidated ingot producing 
capacity. all indications, 1955 
earnings will be in the area of $6.50 
to $7.00 per share as compared with 
$4.13 last year and the $3.00 annual 
dividend may be supplemented with 
an extra 

Market-wise, Interchemical has suf- 
fered from a popular misconception 
that, as a major producer of inks, ‘he 
company is dependent on the fortunes 
of the printing and publishing trades 
Actually, the company has diversified 
to a point where such sales now con- 
stitute but 23% of total volume. In 
contrast, sales to the packaging and 
container industry contribute 36% 
with the remaining 41% distributed 
among 8 other end-use classifications, 


solved, 


From 
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the largest of which includes textile 
colors and dyes and contributes 11%. 
Color is the specialty of the “house” 
and technical know-how is the com- 
pany’s claim to fame. This year, sales 
may rise 8%-10% to the vicinity of 
$98 million—an all time record high 
Profits on the increased volume have 
run ahead of the sales gain and full 
year earnings could approach the $6.00 
per share level compared with $5.04 
in 1954. Despite the recent increase in 
the regular dividend to 65c quarterly, 
a year-end extra may again be paid 
There have been two constructive 
developments which strengthen my 
long expressed view that Pepsi Cola 
is an attractive speculation. Most ob- 
vious, the warm summer sharply 
stimulated the sale of soft drinks and 
Pepsi Cola’s third quarter will be well 
ahead of the 42c per share reported 
in the like quarter a year ago. Less 
obvious, Coca Cola’s more progressive 
new management has relaxed the 
price line—which is helping widen 
the entire industry’s profit margins 
Significantly, Coca Cola’s experi- 
mental marketing of large bottles has 
not adversely affected Pepsi Cola 
which this year should earn between 
$1.60 and $1.75 per share as compared 
with only $1.07 per share in 1954. 
Moreover, the company’s expanding 
foreign operations points to possibly 
better than a $2.00 per share earnings 
potential in 1956. In my opinion, the 
dividend may be liberalized again 


INVESTMENT POINTERS 
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in Los Angeles and Hastings in San 
Francisco. There are only 350,000 
shares of common stock, preceded by 
a $7-million funded debt. At the close 
of the last fiscal year, net working 
capital amounted to more than $40 
per share after deducting funded 
debt. Present stock price, $32; divi- 
dend, $1.60. 

I recommended Germantown Fire 
Insurance in the spring of 1954 at 
around 55. The present book value, 
consisting chiefly of high-grade listed 
securities, is $145 per share. Including 
40 percent of unearned premium re- 
serve, the liquidating value is $162. 
Obviously, the stock is a bargain in 
the 80s, where it now is. 

I continue to recommend City 
Stores, Woolworth, Pittsburgh & Lake 
Erie Railroad, New York Central, In- 
ternational Tel. and Tel., Northern 
Pacific, International Silver, National 
Acme, Pacific Finance, Pure Oil, 
Standard Oil of California and Sin- 
clair. I am avoiding stocks which 
involve too much risk. 
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If you're protected from the 
unexpected .. . insurance, sav- 
ings account, war bonds... 
you should have stock. 


You should—if. If you get together with investment people before you make 
your purchase. Don't trust to luck in buying stock 


A lot of people merely use their broker as a purchasing agent. But remember 
that he can do the most for you if you take advantage of his services iv sup 


plying you with information and recommendations -based on your invest 


ment needs. 


Investment can be a valuable source of gain, but it must be wise in- 


vestment. Let us show you without cost or obligation how we can 


help you. 


McGrath Securities 
CORPORATION 
70 Wall Street, N. Y. 5, N. YY. @ WH 40175 


Please send me information on how | can invest wisely 
Nome 
Address 


City State 


Telephone 











22 “First-Claim’” Stocks 
CURRENTLY 


IN BEST MARKET POSITION 


If you are among the keen investors who appreciate certain advantages in own- 
ing some shares in DEBT-FREE companies having no preferred issue, you'll 
be interested in FINANCIAL WORLD’s new study of “110 STOCKS WITH 
FIRST CLAIM ON PROFITS.” They have no bonded det and only one 
class of stock, so ALL NET PROFITS after taxes ACCRUE TO THE BENEFTI 
OF SHARE OWNERS, either for dividends or future growth. From this group 
we have selected 22 issues Which in Our Opinion Are CURRENTLY IN BEST 
MARKET POSITION and HAVE SPECIAL APPEAL NOW, 


Return “ad” with $5 for next 18 weekly copies of FINANCIAL WORLD (Big $7 
Value for $5) and get free list of “22 FIRST-CLAIM STOCKS CURRENTLY 
IN BEST MARKET POSITION,” selected from “110 Stocks With Firet-Claim 
On Profits”, also “111 No-LOSS STOCKS” that never showed a corporate iors 
and never missed a dividend in 25 to 103 years, in addition to next 4 copies 
of valuable 64-page “INDEPENDENT APPRAISALS of Listed Stocks”. Besides 
Digest of New Reports on 1,970 stocks, this monthly pocket stock guide gives 
our INVESTMENT RABING ON EACH STOCK so you can reach wiser decisions 
as to new purchases and whether to dispose of any stocks you now own, 

Or, return “ad” with $20 for yearly subscription ($11 for six months) for com- 
plete 4-Part Investment Service, including 1955 Annual $5 “so 1OCK FAC TOGRAPH"™ Manual, 
to assist you in judging relative stock values. We can really help alert investors get Bigger 


Values from their investment dollars. A trial will convince you. ALL Your Money Back in 
3% Daye if not satisfied. 


FINANCIAL WORLD 


52 Years of Service to Investors 
86-F8 Trinity Place New York 6, WN. Y. 

















RADIO CORPORATION 
OF AMERICA 


Dividend Notice 


The following dividends have been 
declared by the Board of Directors: 


First Preferred Stock 
87% cents per share on the First 
Preferred Stock, for the period 
October 1, 1955 to December 31, 
1955, payable January 3, 1956, to 
stockholders of record at the close 
of business December 12, 1955. 


Common Stock 


A quarterly dividend of 25 cents per 
share on the Common Stock, pay- 
able October 24, 1955, to stock- 
holders of record at the close of 
business September 16, 1955 


ERNEST B. GORIN 
Vice President and Treasurer 


New York, N. ¥., September 2, 1955 
LL 


103" 
consecutive 
quarterly dividend 


20c a share from net invest- 
ment income, poyabie 
September 30, to stock of 
record September 9, 1955. 








WALTER L. MORGAN, President 


US.L&G. 


Baltimore 3, Md 


The Board of Directors of 
United States Fidelity and 
Guaranty Company declared 
today a dividend of fifty cents 
a share payable October 15, 
1955, to stockholders of record 
September 22, 1955. 


CLARKE J, FITZPATRICK, 
Secretary 








August 24, 1955 














MIAMI COPPER COMPANY 


6) Breadway, New York 6, N. ¥ 
July 26, 1965 

A quarterly dividend of fifty (50¢) cents 
per share was declared, payable September 
27, 1955, to steckholders of record at the 
close of business September 15, 1955. 

An extra dividend of fifty (50¢) cents 
per share was declared, payable September 
27, 1955, to stockholders of record at the 
close of business September 15, 1955. 

JOUN G. GREENBURGH, 


Treasurer 
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GENERAL 
PRECISION 
EQUIPMENT 
CORPORATION 


NOTICE OF DIVIDENDS 


The Boord of Directors has deciored 
the following dividends, each pay- 
able September 15, 1955, to stock- 
holders of record at 3:30 PM, 
September 7, 1955 


$4.75 CUMULATIVE PREFERRED STOCK 
The regulor quorterly dividend of 
$1.18% per share 


COMMON STOCK 
A dividend of 60 cents per share. 


R. B LARUE, Secretary 
















ips 
be 

> of AMERICAN 
’ MACHINE AND 
METALS, INC. 


17th Dividend 


) THE REGULAR QUARTERLY 
DIVIDEND RATE has bee n 





: creased from THIRTY FIVE 
CENTS to FIFTY CENTS per 
hare A dividend distribu 
tion for the third quarter of 
s ul year will be made by 
* ‘ on Beptember 30, 1955 


hare owners of record 


jeptember 15, 1955 
H. T. McMeekin, Treasurer 











LONG ISLAND LIGHTING COMPANY 


Gr” 
Ps QUARTERLY 
<<“ DIVIDEND 
— 





PREFERRED STCCK 


The Board of Directors has de- 
the following quarterly 
dividends payable October 1,1955 
to holders of Preferred Stock of 
record at the close of business on 
September 16, 1955: 


‘ lared 


Series Per Share 
Series BL 5% $1.25 
Series D, 4.25% $1.0625 
Series E, 4.35% $1.0875 
Series F, 4.35% $1.0875 

VINCENT T. MILES 
Trensurer 


Auguet 31, 1955 


THE SAFETY CAR MEATING 
ano LIGHTING COMPANY, INC. 
DIVIDEND NO. 235 

The Board of Directors has de- 
clared « dividend of 25¢ per share on the 
outstanding Capital Stock of the Com- 
peny of the par value of $612.50 per share, 
payable October 1, 1955. to holders of 
record at the close of business September 
8, 1955 J. T. CULLEN 


August 23, 1055 Treasurer 














| Jerome S. Miller 


ON THE BOOKSHELF 











Books reviewed in this column are wot obtain- 
able from Forses. but may be purchased from 
your local bookseller or direct from the publisher 


Speaker's ENCYCLOPEDIA oF Srories 
QUOTATIONS AND Anecpotes. By Jacob 
M. Braude. Prentice-Hall. $4.95 


Jacos Braupe a Chicago municipal 
court judge, an authority on juvenile 
delinquency, a popular public speaker 
and a man with a sense of humor. For 
40 years, to aid in the preparation of 
his own speeches, he has amassed a 
dard file of thousands of quotations, 
jokes, puns and distilled bits of wis- 
dom. Now he has put his favorites 
some 2,960 of them—into a helpfully- 
indexed, 475-page volume. The book, 
covering some of the best efforts of 
practically from Aristotle 
to Walter Winchell, is an invaluable 
aid to business and other speakers in 
search of an apt remark, and makes 
enjoyable reading as well. 


THe Reputation OF THE AMERICAN 
BustnessMANn. By Sigmund Diamond. 
Harvard University Press. $4.00 

No MATTER how good or bad a man 
really is, what people know him by is 
his reputation. Few people, for ex- 
ample, actually knew the Astors or 
the Vanderbilts—but everyone knew 
of these men, and what they knew 
depended chiefly on the slant of their 
sources of information. The acid 
test, asserts Author Diamond, is the 
measure we take of a man when he 
dies. To find out what people thought 
of them, Author Diamond reviews the 
public life and times of six famous 
U.S. businessmen: Stephen Girard, 
John Jacob Astor, Cornelius Vander- 
bilt, J. P. Morgan, John D. Rockefeller 
and Henry Ford. 


everyone 


Your Persona Insurance Guive. By 
Simon & Schuster 


$3.50 
Most of us are prudent enough to pro- 
vide for the future and for emer- 


gencies. But all too often we may find 
ourselves in a position where we have 
plenty of coverage—but not the right 
kind. Mapping out a sound insurance 
program is like assembling a balanced 
investment portfolio: it takes plenty 
of time and thought, and the help of 
an expert is mighty handy. Author 
Miller, a leading insurance broker, 
explains away the mysteries of in- 
surance and offers a blueprint for 
planning your own protection. Unless 
your insurance setup is beyond per- 
fection, this is a book which would be 
dirt-cheap at twice the price. 
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BOOKLETS 


Valuable booklets are published by 
many concerns and made available 
free to interested businessmen. The 
best of these on matters of wide 
interest are listed as a service to 
Forszs readers. Address your re- 
quest, by number, to: Subscriber 
Service Dept., Forses Magazine, 
80 Fifth Avenue, New York 11, N.Y. 


400. Cirppincs or note: One of the se- 
crets of America’s success is the broad 
diversity of ideas we have had available 
to choose from. In the beginning there 
were those who wanted to make George 
Washington king, and there were those 
who were ready to set up the rule of the 
“free and equal.” But in the end, our 
system has remained moderate and prag- 
matic, never going whole-hog for any 
extremist idea. The value of this booklet, 
which contains a variety of ultraconserv- 
ative opinions, is that it can nudge the 
viewpoints of its readers without upset- 
ting the applecart. In a time when many 
people think we have tilted too far to the 
left of center, these brief articles by men 
like Herbert Hoover and Dean Russell 
exert a strong reverse push which may 
help keep us on an even keel (27 pages) 

401. Savincs anp Loan Fact Book: The 
savings and loan associations and cooper- 
ative banks of the U.S. comprise a sub- 
stantial sector of America’s thrift pattern 
With assets of more than $32 billion, they 
provide reliable, convenient services to 
some 17.5 million people. This plump 
booklet offers a wealth of graphs, charts 
and statistics outlining the role of these 
businesses in the U.S. economy. Among 
the many interesting facts: in the past 
ten years savings and loan assets have 
trebled, and in 1954 alone they rose $4.9 
tc chalk up a vigorous 18.2% (80 pages) 

402. Canapa: A Report on Business 
AND Trape: Long known as u leading ex- 
porter of grain, our neighbor to the north 
has been turning more and more towards 
industrial development in the postwar 
years. Mining and petroleum are the 
leaders in this substantial growth pattern, 
but manufacturing, electric power and 
pulp & paper have also taken their place 
in Canada’s postwar upsurge. The bright- 
ening of Canada’s fortunes has sparked 
US. investment interest. Now at $8.8 bil- 
lion, U.S. long-term holdings in Canada 
are more than double their prewar level 
This booklet, issued by the First National 
City Bank, spells out the Maple Leaf 
tory in pictures and text (23 pages) 

403. San Francisco Stock ExcHance 
1955: Since Horace Greeley offered his 
famous advice, many a young man has 
gone to the golden West. California to- 
day boasts the U.S.’s largest bank and 
has the second-largest number of com- 
mon stock shareholders in the 48 states 
Over 400 corporations’ shares are traded 
on the San Francisco Stock Exchange, 
240 of which are also traded on the New 
York Stock Exchange. In this booklet are 
a directory of member firms, a list of se- 
curities traded, and assorted nuggets of 
fact about Western industry (13 pages). 
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PREFERRED DIVIDEND — 


COMMON DIVIDEND — 


WARDS 
' 
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WARD BAKING COMPANY 


The Board of Directors has declared the following dividends: 


The quarterly dividend of $1.37% a share on the Preferred 
Stock payable Oct. 1, 1955, to holders of record Sept. 15, 1955. 


A quarterly dividend of 25 cents a share on the Common Stock 
payable Oct. 1, 1955, to holders of record Sept. 15, 1955 


L. T. Melly, Vice Chairman and 


475 Fifth Ave., New York City 





Treasurer 











TENNESSEE GAS 


f TRANSMISSION COMPANY 
rf \ 


HOUSTON 


AMERICAS LEAOING TRANSPORTER OF 


DIVIDEND NO. 32 


NATYURALK CAD 


The regular quarterly dividend of 35c¢ per share has 
been declared on the Common Stock, payable October 
1, 1955 to stockholders of record on September 9, 1955. 


J. E. IVINS, Secretary 





20. | 


cantuey 
Fox 


| 


TWENTIETH CENTURY- 
FOX FILM CORPORATION 


A quarterly cash dividend of $.40 per 


share on the outstanding Common Stock 








of this Corporation has been declared 
payable September W, 1955 to stock 
holders of record at the close of business 
on September 16, 1955 


DONALD A. HENDERSON 














COLUMBIA PICTURES 
CORPORATION 


“ The Board of Directors at 
* & meeting heid today de 
clared the regular quarterly 
h dividend { thirty 
¢) cents per share on its 
mn Stock and Voting 
Certificates tor com 
tock, payable October 
1955 to stockholders of 
ord September 30, 1955 

4 SCHNEIDER 
Vice- Pres. and Treas 

New Vork, August 30, 1055 








Treasurer 








INTERNATIONAL 
SHOE 
COMPANY 


St. Louls 
178™ 
CONSECUTIVE DIVIDEND 
Common Stock 


A quarterly dividend of 60¢ 
per share payable on October 
1, 1955 to stockholders of rec 
ord at the close of business 
September 15, 1955, was de 
clared by the Board of Directors 


ANDREW W. JOHNSON 


Vice-President and Treawrer 


September |, 1955 
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DIV‘DEND NOTICE 


The following dividends 
have been declared by the 
Board of Directors: 


Preferred Stock 
A regular quarterly dividend 
of $1.0625 per share on the 
$4.25 Cumulative Preferred 
Stock, payable October 1 
1955 to stockholders of rec 
ord at the close of business 
on September 15, 1955 


Common Stock 

A quarterly dividend of 
$0.20 per share on the Com- 
mon Stock, payable October 
1, 1955 to stockholders of 
Ui) record at the close of busi 
ness on September 15, 1955. 

Transfer books will not be 
closed. Checks will be 


mailed. we J. Wwusuams [7 
Vice-President & Secretary |} 

























MOM MALO, 








DIVIDEND NOTICE 


The Board of Directors has declared 
the following dividends: 


PREFERRED STOCK 
A quarterly dividend of $1.06%4, 
payable Oct, 1, 1955 to stockholders 
of record Sept, 13, 1955 


COMMON STOCK 
A querterly dividend of 30¢ 
payable Oct, 1, 1955 to sto kholders 
of record Sept. 15, 1955 


Ronert W. Jackson, President 


Dividend Notice 


MIDDLE SOUTH UTILITIES, Inc. 


The Boord of Directors hos this doy 
declared a dividend of 37'/2¢ per 
shore on the Common Stock, poy- 
able October |, 1955, to stockholders 
of record at the close of business 
September 9, 1955 

H. F. SANDERS, 

Treasurer 

New York 6, N.Y 
August 26, 1955 


ad The Middle Zouth 


Utility service by tar peying, 
pubiw \y reguleted companies 
Mede thet dividend possibte 








om 
\ Vest Penn 


Electric Company 


(Incorporated) 


Quarterly Dividend 


on the 


COMMON STOCK 


4,2 oe PER sHARE 


Payable S« ptember 30, 1955 
Record Dat« September 9, 1955 
Declared August 31, 1955 








WEST PENN ELECTRIC SYSTEM 
Monongahela Power Company 
The Potomac Edison Company 

West Penn Power Company 

















declared on the 


record at the « 
transfer books will not close 


record at the « 
transfer books will not close 


August 25, 1955 





C. 1. T. FINANCIAL CORPORATION 


Extra Dividend on Common Stock 


An extra dividend of $0.25 per share in cash has been 
Common Stock 
Conronation, payable October | 

— of business S« ptember 12 


Checks will be mailed 


Dividend on Common Stock 
A quarterly dividend of $0.60 per share in cash has been 
declared on the Common Stock of ¢ 1.7 
Conmpornation, pavable October | 
ms of business Sept mber 12, 1955 
Checks will be mailed 










of ©. LT. Fusxanctai 
1955. to stockholders of 
1955. The 


FINANCIAL 
1955, to stockholders of 
The 


Cc Joun KUHN, 


Treasurer 











| year 
wholesale 





TRENDS & TANGENTS 


(CONTINUED FROM PAGE 11) 





Black pepper has slumped to 41 
cents a pound, compared with $1.07 a 
ago. Only five years ago the 
price reached a new all- 
time high of $2.35 a pound on the New 
York Produce Exchange. Concen- 
trated in Asia, production this year is 
forecast at 157 million pounds, 12°; 
last 


over year and 78% above the 
1946-50 average 
- + . 


Are the Averages unsound as a stock 
market measure? Henry H. Heimann, 
noted economist and Executive VP of 
the National Association of Credit 
Men, thinks they are. When the Aver- 


| ages hit a new high for the eighth con- 








secutive day, he checked al! 131 
stocks listed on the NYSE under the 
letter “A”; 119 were lower than at 


their peak price for 1955, some by as 
much as 40%. Only 6 reached a new 
high 
° . ° 

The $80-a-week-and-up income fami- 
lies have increased in numbe1 
12.2 million five years ago to 21.4 
million today, reports Manhattan 
adman Arno Johnson. Result: an in- 
crease during the five years of 32% in 
“discretionary spending power”—i.e 
money available to be spent as fami- 
lies well please. Any maker of con- 
sumer products who has not shown at 
least a corresponding percentage of 
increased sales during the five years 


from 


implies Johnson, has just not been 
advertising enough 
© 7 ° 
Fair traders received their latest blow 
when Westinghouse bolted thei 


ranks, discarded fair trade prices on 
its household appliances. Discount 
houses, which stirred up the anti-fai: 
trade ruckus in the first place, have 
already won a victory by forcing large 
metropolitan department 
ignore fair trade prices 


stores to 


STOCK ANALYSIS 





(CONTINUED FROM PAGE 49) 


split and the dividend increased to 
20c quarterly plus a 5c extra. Listing 
on the New York Stock Exchange is 
expected by November. While earn- 
ings this year, estimated at better than 
$1.50 a share, will be substantially 
above the 92c reported for 1954, a 
much higher earnings potential is 
visualized for the years ahead for this 
major textile manufacturer. The stock 
has considerable speculative attrac- 
tion, for a liberal income as well as 
for price appreciation. 
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TO THOSE 


WHO BEAR THE 
HEAVY RESPONSIBILITY 


OF MANAGING 


THE FUNDS OF OTHERS 


School, University or College 

... Legal Trust or Guardian, Lodge or 
Fraternal, Credit Union, Life Insurance 
Company, Corporate 

and Individual Accounts 


With the stock market becoming increasingly more 
selective, we believe you would be wise to 
investigate the investment counselling facilities of 
Forses PersonaL INvestMeENT MANAGEMENT. 


Organized to reflect 38 years of experience, to 
utilize our direct, top-level communication with 
many of the nation’s business leaders, Forses 
PEKSONAL INVESTMENT MANAGEMENT will, in effect, 
place the unparalleled investment-research 
facilities of this organization behind each of your 
major investment decisions. 


FORBES 


PERSONAL INVESTMENT MANAGEMENT 


A Division of Investors Advisory Institute, Inc.—Subsidiary of B.C. Forbes & Sons Publishing Co., Inc 
70 Fifth Avenue, New York 11, N.Y. 
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Acting in strictly an advisory capacity, Forses 
investment counsellors will provide you with initial 
analysis of each security registered for super- 

vision, review the portfolio monthly, take the 
initiative in making recommendations to you, assist 
you in the preparation of progress reports, 


relieve you of many burdensome details, 


Obviously, the full scope of this Service, its many 
advantages to those who bear the heavy responsibility 
of managing the funds of others cannot be 
adequately explained within the confines of this 
message. We therefore have prepared a booklet 
describing the services of Forses Personar 
INVESTMENT MANAGEMENT which we oo 

shall be happy to send you upon 
request. Write to Department TF. 








THOUGHTS 





I salute the workers in physical 
research as the poets of today. It may 
be that they do not write in verse, but 
their communications are of such 
lively interest that they are on the 
front pages of our newspapers and 
command space in agricultural period - 
icals. They appeal to the imagination 
of us all. They contribute the warming 
glow of inspiration to industry, and 
when industry pulls their ideas down 
from the heavens to the earth and 
harnesses them for practical service, 
it, too, feels that it is an important 
actor, not only in the makings of 
things but on the larger stage of hu- 
man spirit, There may be enough 
in the whir of our machines 
so that our machine age will become 
immortal Owen D. Younc 


poetry 


Nearly 


science 


every great discovery in 
has come as the result of 
providing a new question rather than 
“a new answer 
Paut A. Mecuirscnu 


Any man who is physically able has 
no right to service to his 
country Hersert Hoover 


refuse 


Regardless of circumstances, each 


man lives in a world of his own 
making JoserHa Murray Emmus 
Stand with anybody that stands 


right and part with him when he goes 
wrong AspraHam LINCOLN 


Measure yourself by your best mo- 
ments, not by your worst. We are too 
prone to judge ourselves by our mo- 
ments of despondency and depression 
We have all felt the desire, at times 
almost victorious desire, to get away 
from everything and retire into a cot- 
tage in the wilderness. But we don’t 
do it, because we are better men and 
women than we think we are 

Rosert Jounson, D.D 


Nothing is more unaccountable than 
the spell that often lurks in a spoken 
word. A thought may be present to 
the mind, and two minds conscious of 
the same thought, but as long as it 
remains unspoken their familiar talk 
flows quietly over the hidden idea. 

NATHANIEL HAWTHORNE 


Always forgive your enemies; noth- 
ing annoys them so much 
Oscar Wipe 


ON THE BUSINESS OF LIFE 


The desire for the 
one’s own nation can be 


well-being of 
and must be 
made compatible with the welfare 
of ali humanity 


Lours L. Snyper 


B.C. PORBES;: 

There is no joy surpassing that 

which springs from conscious- 
ness of work well done, whether 
that work be driving an engine 
or managing a railroad, sweep- 
ing the floor of a bank or filling 
its presidential chair, selling a 
bill of goods or directing a vast 
sales force, operating a machine 
at the bench or running a great 
factory. No 
show 


theater, no movie 
no picnic, no vacation, can 
yield the same satisfying pleas- 
ure as is derived from putting 
forth in work the best | 
that is in us. The stenographer | 
who types a perfect letter, the 
mechanic who turns out a per- 
fect tool, the chauffeur 
takes pride in keeping his car in 
perfect condition, is just as much 

an artist as the painter or the 
sculptor whose productions at- 
tract thousands to art galleries 
To get the most out of life, put | 
your best into your job 


honest 


who 


A man who tries to make the work- 
men believe that their employers are 
their “natural enemies” is indeed the 
worst enemy of workmen. For the 
employees of yesterday are the em- 
ployers of today, and the employees 
of today can and will partly be the 
employers of tomorrow 


Wruu1amM J. H. Boercxer, D.D 


There ought to be more scrupulous 
honesty in big business men than in 


any other human relation. For big 


business requires teamwork on a gi- 
gantic scale Henry L. Donerry 





Without ambition one starts nothing 
Without work one finishes nothing 
The prize will not be sent to you. 
You have to win it. 

The man who knows how will al- 
ways have a job. The man who also 
knows why will always be his boss 

As to methods there may be a mil- 
lion and then some, but principles are 
few. The man who grasps principles 
can successfully select his own meth- 
ods. The man who tries methods, 
ignoring principles, is sere to have 
trouble -EMERSON 


If you are told that such an one 
speaks ill of you, make no defense 
against what was said, but answer, 
“He surely knew not my other faults, 
else he would not have mentioned 
these only!” Epictetus 


Every breeze wafts intelligence from 
country to country, every wave rolls 
it and gives it forth, and all in turn 
receive it. There is a vast commerce 
of ideas, there are marts and ex- 
changes for intellectual discoveries, 
and a wonderful fellowship of those 
individual intelligences which make 
up the minds and opinions of the age 

DANIEL WEBSTER 


A friendship founded on business is 

a good deal better than a 
founded on friendship 

Joun D. RocKere.ier 


business 


It's just a step from making a cus- 
tomer willing to hear what you have 
to say, to making him willing to miss 
what you have to say. 

FRANK FARRINGTON 


Character is formed, not by laws, 
commands, and decrees, but by quiet 
influence, unconscious suggestion and 
personal guidance M. L. Burton 


The greatest engineering is the en- 
gineering of men STEVENSON 
No one can get inner peace by 
pouncing on it, by vigorously willing 
to have it. Peace is a margin of power 
around our dajiy need. Peace is a eon- 
sciousness of springs too deep for 
earthly droughts to dry up. Peace is 
an awareness of reserves from be- 
yond ourselves, so that our power is 

not so much in us as through us. 
Harry Emerson Fospicx, D.D 





Text... 


ent Irene Salmons, Chi 


cag ll. What's your tavorite 
text \ Forbes book is presented 


to senders of texts used 


For as the earth bringeth forth her bud, 
and as the garden causeth the things that 
are sown in it to spring forth; so the 
Lord God will cause righteousness and 
praise 

nations. 


to spring forth before all the 
—Isaiah 61:11 
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YoU HAVE TO SEE if TO BELIEVE IT: 


FLASH MATIC TUMIMG --=:-. 


ONLY ZENITH HAS IT : 


YOU CAN ALSO SHUT OFF LONG, 
ANNOYING COMMERCIALS 
WHILE PICTURE REMAINS ON SCREEN 











Here is a truly amazing new televi- flash of light does it. There are no 
sion development-—the ultimate in wires or cords. 
TV viewing comfort and convenience! Flash- Matic Tuning is not an acces- 
And only Zenith has it! sory. It is a built-in part of several 
Just think! Without budging from new 1956 Zenith television receivers. 
your easy chair you can turn your You really have to see it to believe it! 
new Zenith Flash-Matic set on, off or So stop at your Zenith dealer’s scon 
and see Flash-Matic Tuning—the 
amazing development which makes 
your television set a home theater! 


change channels. You can even shut off 
long, annoying commercials while the 
picture remains on the screen. Just a 

Also see the other outstanding new Zenith models just announced 


‘ 
“Pash wwre 




















The Bismarck (Medel X2264EQ 
iw ash-Ma Tu x New 
Chassis 10” speaker 
‘yné-Lens. Spotlite Dia 

finish cabinet 

oO m mahogany c 


s low as $399.95.* 


ZENITH 


The Royalty of TELEVISION and radio 


Backed by 36 years of leadership in radionics exclusively 


ALSO MAKERS OF FINE HEARING AIDS 


orks TV ™mira¢ 
ad -= if it's new...it's from Zenith! Zenith Radio Corporation, Chicago 39, Illinois 


osname bk. mains eie Te Re Ream YOU HMAVE TO SEE IT TO BELIEVE IT: 


* Mamufacturer's seg vies 


Slightly tigher in Far We 





Hows your disposition today 7 


FEEL CROSS AS A BEAR? That's natura! when little 
annoyances pile up. But the psychological! fact is 
pleasure helps your disposition. That's why everyday 
pleasures, like smoking for instance, are important 
If you're a smoker, you're wise to choose the cigarette 


that gives you the most pleasure. That means Camel. 


have a 
Camel 


As LOVELY Maureen O'Hara knows 
t's wise to choose a cigarette for the 
pleasure it gives. Because pleasure 
helps your disposition. And more 
smokers get more pleasure from 
Camels than from any other brand! 
Si have a Camel. You'll agree — 

other cigarette is so rich-tasting 
yet so mild as Camel! 


RB. J, Reynolds Tobaces Co, Wir 


No other cigarette is so rich-tasting, yet so mild! 





